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P R E F A C E 
In f ac t , most of the developing count r ies 
including India , which are r i c h in phys ica l resources , 
are poor economically mainly because of lack of ent reprene-
urship and en t repreneur ia l s k i l l s among masses, Entrepre-
neurship was not considered an important and i n t e r e s t i n g 
area for the development of the country by c l a s s i c a l 
economists.Schumpetorv/as one of the f i r s t persons who 
discussed the concept of t h i s newly emerging d i s c i p l i n e . 
Other Economists l a t e r re leased t h a t entrepreneurship deve-
lopment leads t o s u b s t a n t i a l employment oppor tun i t i e s for 
the people p a r t i c u l a r l y in the small sca le sec tor as i t i s 
labour in tens ive r a the r than c a p i t a l i n t ens ive . The Govt, 
i s making a l l - o u t - e f f o r t s t o incu lca te the s p i r i t of the 
entrepreneurship among people belonging t o middle and 
lower s t r a t a of socie ty so t h a t they come forward and t o take 
up entrepreneurship ven tu res . Because of these e f fo r t s of the 
Govt , there has been a spur t i n t h i s r e s p e c t . However, in India 
the development of entrepreneurship has mainly been q u a l i t i -
t a t i v e r a t h e r than q u a n t i t a t i v e and t h i s i s a chal lenging 
aspect of en t repreneurship . 
In the present study, an attempt has been made 
t o evaluate the r o l e of entrepreneurshij:) in footwear Industry 
of Agra in Ut tar Pradesh. 
The main objec t ive of t h i s study i s t o 
i nves t i ga t e the socio-economic,geographical & occupational 
background of en t repreneurs , and t o judge the impact of 
these fac to r s on the performance of t h e entrepreneurs in 
footwear Industry of Agra. The other objec t ive of the study 
i s t o h igh l igh t the main problems faced by entrepreneurs in 
footwear Industry and t o suggest measures and ways t o incr -
ease the product iv i ty .and ef f ic iency of footwear Industry* 
The da ta has been co l l ec t ed from 60 en te rp -
r i s e s , though loo e n t r e p r i s e s were contacted but the 
remaining 40 declined and refused t o provide the needed 
necessary information. The major cons idera t ion in s e l e c t i n g 
the sample has been t o make i t more r ep re sen t a t i ve by 
including the Units from a l l types of o rgan i sa t ions . 
The D i s s e r t a t i o n i s devided in to 5 chap te r s . 
Chapter 1 In t roduc t ion , conta ins the In t roduc t ry aspects of 
the problem e .g . meaning and funct ions of entrepreneurs and 
Entrepreneurship, and evolut ion of the term and modern and 
new concepts of ent repreneurship , i t s importance , objec t ives 
of research , Importance of research , Research methodology 
used. Hypotheses of t h e Research, nature and s i ze of the 
sample and ques t ionna i re used in conducting t h i s survey of 
foot-wear u n i t s in Agra. 
Chapter 2 throws a l i gh t on the h i s t o r y and 
evolut ion of the Footwear Indus t ry of Agra^ production 
capac i ty & export performance of the Indus t ry . Chapter 3, 
deala with the performance of the entrepreneurs in 
Footwear Industry in Agra. I n t ac t of var ious fac to rs e . g . 
soc ia l background, c a s t e , geographic o r i g i n . Social va lues , 
mot ivat ional f a c t o r s , age, education e t c . on t h e i r performance 
in footwear indust ry has been assessed , Chapter 4, i s 
concerned with the problem areas of Footwear Industry in 
Agra, In Chapter 5, the summary of f indings i s discussed 
along with conclusions drawn from the research conducted 
in footwear industry of Agra, This c h ^ t e r a l so conta ins 
some important suggestions made t o Improve the ef f ic iency and 
p roduc t iv i ty of footwear Indust ry on the one hand and 
performance of entrepreneurs on the o the r . At the end 
some recommendations for revamping the footwear indust ry 
and for e f fec t ive enforcement of government p o l i c i e s are 
given, 
AV. 
MOHD ASIF KHAN 
D e p t t , of Commerce, 
.A,M.U, A l i g a r h . 
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INTRODUCTION 1 
Entrepreneurship is an interesting but challenging 
subject for study.Entrepreneur is a catalyst of develop-
ment; with him we prosper, without him we are poor. 
Before independence, entrepreneurship in India was concen-
trated in a few business families from small region of 
this vast country. Therefore, it is necessary to understand 
the meaning£,nature of entrepreneur and Entrepreneur ship i„ 
a developed s, developing economy like India. 
Definition and Meaning » 
Oxford English Dictionary (in 1897)defined 
entrepreneur simply as "the director or manager of a 
public musical institution; one who gets up entertainments, 
especially musical performance."Not until its supplement 
appeared in 1933 did the dictionary recognise that the 
word had a place in business, and would mean "one who 
undertakes an enterprise especially a contractor 
acting as intermediatry between capital and labour".Under-
taking of an enterprise is thus enterpreneurship and 
one who combines capital and labour for the purpose of 
production -is an entrepreneur. This class is an "employing 
class-the entrepreneur class. 
1. According to J.B.Say. "an entrepreneur is the economic 
agent who unites all means of production; the labour 
force of the one and the capital or land of the other 
and who finds in the value of the products which results 
from their employment, the reconi^itution of the entire 
capital that be utilises and the value of the wages. 
t h e i n t e r e s t ard the r e n t which he pays as well as 
p r o f i t belonging t o himself. He emphasis the functions 
of coordina t ion , o rgan i sa t ion and superv i s ion , fu r the r , 
i t can be said t h a t the entrepreneur i s an organizer and 
speculator of business e n t e r p r i s e . 
John s t a u r t Mill was influenced considerably by 
the wifcitings of J.B.Say.He advocated the word entrepreneur 
in the .aenae of an organiser who was paid for h i s • 
non-manual type of work. Marshall a l so s t r e s sed the s i g n i -
f icance of o rgan isa t ion among the se rv ices of a spec ia l 
c l a s s of under takers , undertaking r i s k s , br inging toge ther 
c a p i t a l and superintending minor d e t a i l s . 
Evens says t h a t entrepreneurs are persons who 
i n i t i a t e , organize and con t ro l the a f f a i r s of business 
un i t t h a t combine fac to r s of production t o supply goods 
and se rv ices whether the business p e r t a i n s t o indus t ry 
t r ade or profess ion . 
According t o Haggen E.E. the entrepreneur i s 
an 'economic man', who t r i e s t o maximise h i s p r o f i t s by 
innovat ions . Innovations involve problem solving and 
entrepx-eneur ge ts s a t i s f a c t i o n from using h i s c a p a b i l i t i e s 
in attacking problems. In the words of Joseph A, Schumpeter, 
entrepreneur is basically an innovator/ and innovator is 
one who introduces new combinations. Innovations may occur 
in the following forms 
Forms of Innovation ; 
(i) The introduction of new good that is one which consu-
mers are not yet familiar or of a new quality of a 
good, 
(ii)The introduction of a new method of production, that 
one not yet tested by experience in the branch of 
manufacture concern. 
(iii)The opening of a new market into which the particular 
branch of the country in question has not previously 
entered, whether or not this market has existed before, 
(iv) The conquest of a new source of supply of raw material 
or half manufactured goods, irrespective of whether 
this eource already exists or whether it has first to 
be created, 
(v) The carrying out of the new organisation of any 
industry like the creation of a monopoly position 
(for example, through trustification) or the breaking 
up of a monopoly position. 
In other v/ords he says that entrepreneur is an 
innovator* who is characterised by potentialities of doing 
i 
new t h i n g s o r d o i n g t h i n g s i n a new way which a r e a l r e a d y 
d o n e . A c c o r d i n g t o S c h u m p e t e r , e n t r e p r e n e u r i s an economic 
l e a d e r w i t h a t a v i s t i c w i l l t o power and s e t s a ' c r e a t i v e 
r e s p o n s e ' t o a s i t u a t i o n and a c t s a s a c h i e f c o n d u c t i v e 
f a c t o r i n t h e p r o c e s s of economic d e v e l o p m e n t . 
F r ank w. Young h a s a c c e p t e d t h e S c h u m p e t e r i a n 
d e f i n a t i o n of e n t r e p r e n e u r a s t h a t of a n i n n o v a t o r . 
F r e d r i k H a r b s o n s a y s t h a t e n t r e p r e n e u r i s n o t 
an i n n o v a t o r b u t an o r g a n i z a t i o n b u i l d e r who mus t b e a b l e 
t o h a r n e s s t h e nev; i d e a s of d i f f e r e n t i n n o v a t o r s t o t h e 
r e s t of t h e o r g a n i z a t i o n , 
C o l l i n s and Moore a r g u e t h a t e n t r e p r e n e u r s 
d i f f e r s i g n i f i c a n t l y from m a n a g e r s and e x e c u t i v e s , w h i l e 
G i e s b r e c h t c o n c l u d e s t h a t e n t r e p r e n e u r s a r e a s p e c i a l 
b r e e d ; t h e y b e h a v e d i f f e r e n t l y and h a v e d i f f e r e n t m o t i v e s , 
b a c k g r o u n d s and o r i g i n s t h a n m a n a g e r s . Whatisver t h e d e f i -
n i t i o n , t h e t e r m e n t e r p r e n e u r seems t o d e s c r i b e a s p e c i a l 
t y p e of b u s i n e s s m a n one who i s g e n e r a l l y t h e owner 
and i n i t i a t e r of b u s i n e s s m a n and who may n o t b e a 
manage r i n i t a s w e l l . 
NEW CONCEPT OF ENTEREPRENEUR : 
E n t r e p r e n e u r has" b e e n d e f i n e d a s t h e one who 
d e t e c t s and e v a l u a t e s t h e new s i t u a t i o n i n h i s e n v i r o n m e n t 
5 
and directs the making of such adjustments in the economic 
systems as he deems necessary. He conceives enterprise 
for the purpose, displays considerable initiative, grit 
and determination in brininging his project into fruition, 
and in this process, performs one or more of the following; 
Functions of entrepreneurs". ;-
(i) Perceives opportunities for profitable investments, 
(ii) explores the prospects and starting such a manufa-
cturing enterprise ;(ii) obtains necessary industrial 
licences ; (iv) negotiates with the foreign collaborators; 
(v) arranges initial capital; (vJL) provides personal guarn-
tees to the financial institutions;(vii) promises to meet 
tlie shortfalls in the capital and (vili) supplies technical 
know-how . 
Further, according to this definition of 
entrepreneur or promoter the terms used indistinguishably, 
the foreign collaborators should also be regarded as 
promoters along with the Indian in a number of cases. 
From the forgoing noted discussion it can be 
observed in brief that an entrepreneur is the person who 
tries to create something new organises production and 
who undertakes risk and handles economic uncertainity. 
He is a potential and enterprising individual, endowed 
6 
with spec ia l a b i l i t y t o innovate or Immitate and 
for decision-making, i n t e re s t ed in advancing technology 
and wi l l ing to assume the r i sk involving in i t . 
Thus entrepreneur i s more than a businessman' 
in the sense t h a t i t not only cannotes innovativeness^ 
i n i t i a t i v e n e s s , i n t u t i o n and a capac i ty t o endure r i s k s 
but a lso one vjho i s suscep t ib le t o the ex te rna l environ-
ment such as competi t ion, economy ,technology e t c , - a 
core ingredient for development and growth. 
Def in i t ion and Meaning of entrepreneurshipt 
The concept of entrepreueurship and i t s theory 
have evolved over more than two c e n t u r i e s . But the concept 
of entrepreneurship did not find any p lace in ea r ly English 
Economic thought. From Adam smith to Marshals the economie-
t s made no e f fo r t s t o define or conclude entrepreneurship 
in t h e i r economic l i t e r a t u r e . They did not use the word 
entrepreneur or entrepreneurship at a l l . Ins tead, they 
used the word employer, the master, the merchant and the 
under taker . 
In Schumpcter's system,entrepreneurship i s 
e s s e n t i a l l y a ' c r e a t i v e a c t i v i t y ' . I t c o n s i s t s in doing 
such th ings t h a t are not genera l ly done in the ordinary 
course of bus iness . I t i s e s s e n t i a l l y a phenomenon t h a t 
Comes under the wider aspect of l eade r sh ip . 
7 
In the words of Cole A.H, , entrepreneurship 
is "the purposeful ac t iv i ty of an individual or a group 
of associated individuals , undertaken to i n i t i a t e , 
maintain or aggrandise a prof i t oriented business unit 
for the production or the d i s t r ibu t ion of economic 
goods and services, Hoselitz highlighted the fact that 
entrepreneurship depends part ly upon the a£)pearance of 
persons with a cer ta in psychological make-up favourable 
for entrepreneurial ac t iv i ty and par t ly upon the social 
and economic environment in which individuals with requis i te 
personal wil l find i t a t t rac t ive to apply themselves to 
the pursuit of appropriate economic ends, 
Frank W. Young has not come out with any new 
defini t ion of entrepreneurship. He advocates the defina-
t ion of Schumpeter. He says that entrepreneurial ac t iv i ty 
i s generated by the par t icular family backgrounds, 
experiences and the alignment with cer ta in groups. 
According to Frederic Harbson "entrepreneurship 
means the s k i l l to build an organisation. 
^k::Clelland describes the innovative character is t ics 
of entrepreneurial ro le . Entrepreneurial role,by def i -
nit ion involves doing things in a new and b.etter way. 
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A businessman, who simply behaves in t r ad i t iona l 
way is not an entrepreneur. Moreover, entrepreneurial 
role ca l l s for decision making under uncer ta ini ty . 
If there is no significant uncertaini ty and the 
action involves applying known and predictable r e s u l t s , 
then entrepreneurship is not at a l l involed, 
Chatacterist ics of entrepreneurship i 
McClelland, l ike others, identified two 
charac ter i s t ics of entrepreneurship. F i r s t doing 
things in a new and be t te r way. This is synonymous with 
the innovative charac ter i s t ics given by Schumpeter, 
and secondly decision making under uncertaini ty ' i . e . 
r isk as identified by Cantillon. McClelland, more 
explicitly emphasised the need for achievement or 
achievement orientat ion as the most d i rec t ly relevant 
factor for explaining economic behaviour. This motive 
i s defined as a tendency to s t r ive for success in s i t -
uations involved an of one's performance in r e l a t ion 
to same standard of excellence. 
Sheobahal Singh says tha t entrepreneurship 
involves a sufficient volume of r isk and adventure in 
the business under perusal bears ultimate authority 
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of taking decisions and formulting polcies regarding the 
busix^ess. He further says that entrepreneurship i s an 
economic ac t iv i ty in which an individual, motivated 
by economic gains, invests capi ta l , borrowed or his own 
in orxier to get a return • 
In simple words, entrepreneurship means the 
function of creation some thing new, organising and 
coordinating and undertaking r isk and handling economic 
uncer ta t in i ty . Haggen E.E,, defines the term i "Entre-
preneurship is meant the function of seeing investment 
and production opportunity, organising an enterprise 
t o undertake a new production pcocess, raising cap i ta l 
hiring labour, arranging the supply of raw materials 
and selecting top managers for day-to-day operation 
of the enterpr ise . 
One can safely conclude that entrepreneurship 
implies a commitment to expand and growi.which is one of 
the major determinants of industr ia l development 
par t icu lar ly for a developing country l ike India. 
In fact Entrepreneurship is an interesting 
but challenging subject for study. Entrepreneur is a 
catalyst of development; with him we prosper, without 
him we are poor. Before independence, entreprenenrship 
in India was concentrated in a few business families 
from small region of this vast country. After inde-
pendence, India set out on the task of plaftned develop-
ment and widening the base of entrepreneurship socially 
Economically and geographically became one of the. avo-
wved - objective of the policy. In order to provide a 
fillup to the entrepreneurial activity, development of 
sound and adequate infrastructural facilities along 
with the offer of incentives & concessions was considered 
necessary. Among several steps, an important in this 
direction has been the creation of a net v/ork of specia-
lised financial and developmental institutions , national 
and regional. As a result, the entrepreneurial activity 
received a major spurt and since the late sixties in 
particular, there has been a remarkable shift in institutio-
nal focus to new entrepreneurs and among them, specially 
to technicians, it seemed to us that when huge public 
funds were being committed to these projects by way of 
Assistance of one kind or the other, there was need to 
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learn about the entrepreneurial process- who enters 
Industry, who survives and how he survives whether 
the new entrepreneurs are able to withstand the onslaughts 
of market competition, whether they are able to demons-
1 
trate constant grit & determenation, etc. 
OBJECTIVES : 
The present study , on the basis of certain mea-
sures of performance , broadly seeks to investigate the 
relationship between entrepreneurial background & entre-
preneurial performance . It focuses on certain aspects 
considered Significant, & in particular, attempts • 
1, To study ecoromic, social, educational and occupational 
background of the entrepreneurs, 
2, To measure performance of the entrepreneurial class 
& ascertain whether there exist a relationship 
between economic , social, & geographic backgrounds 
of the entrepreneurs and their performance; 
3, To analyse the characteristic differences that 
exist between successful and non-successful entrepreneurs; 
4, To shed some light on the strengths &. weaknesses of 
emerging entrepreneurs. 
5, To suggest measures for strengthening the flow of the 
entrepreneurs and improving chances of success. 
In essence, the purpose is to understand the 
entrepreneurial process to enable the state to 
formulate policiess for generation of new entrepre -
neurship and to make new entrepreneurs aware with the 
various complexities involved in the launching of new 
businesses particularly in the field of footwear industry 
of Agra, 
IMPORTANCE ;in Fact, for centuries, the role of entrepre-
neruship in developing the economy was not acknowledged 
by the classical growth economists. They laid much emphasis 
on provision of physical resources like finance, machines 
raw material etc, & not vey much on the entrepreneurs who 
effectively handle these to achieve success and who 
visualise the opportunities for new innovations and new 
avenues of enterprise. There are many countries including 
India which are profusely rich in physical resources and 
yet are poor and economically under developed basically 
due to lack of entrepreneurial skill. On the other hand 
there are countries which are poor in physical resources 
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but have pioneered ^nd maintained remarkable economic 
growth because of the i r enthusiast ic , energetic and 
enterprising people, Japan and Germany are the best 
instances of enlightened entrepreneurship, 
Entrepreneurship contributes to industr ia l development of 
a country in several ways v iz . Assembling and harnessing 
the various inputs, bearing the r i sks , innovating and 
initiating the techniques of production to reduce the 
cost and increase i t s qual i ty and quantity ^expendi'ng; 
the herezons of the market, and coordinating and mana-
ging the manufacturing units at various levels . In fact , 
the industr ia l development of a country crucia l ly depends 
upon the number and a b i l i t i e s of entrepreneurs. Indus-
t r i a l development can not be achieved without the develop-
ment of entrepreneurship. Depending upon the emphasis,one 
becomes the by-product of the other. Entrepreneurship there-
fore , is regarded as the ultimate determining factor of 
the indust r ia l growth of a country. 
As a matter of fact , the present research i s 
of paramount significance for the be t te r pErformance of 
footwear Iiadustry of Agra. For the development of footwear 
Industry of Agra,crores of rupees are a l loca ted by c e n t r a l 
i n 
and s t a t e government in d i f f e r en t plans var ious forms. 
I t i s , because of the fac t t h a t t h i s indus t ry earn handsome 
amount of Foreign exchange by way of export t o var ious hard 
currency count r ies Allcver the v;orld, in addi t ion t o con t r i -
but ing s u b s t a n t i a l l y towards na t ional Exchequer by way of 
var ious taxes such as income t ax , s a l e s tax and Excise duty 
e t c . Moreover footv/ear indus t ry of Agra provides employment 
t o lakhs of people e i t h e r d i r e c t l y or i n d i r e c t l y . 
Therefore i t i s necessary t o conduct p resen t 
research to point out d i f f e ren t f ac to r s which make the 
entrepreneurs of footwear indus t ry of Agra succeed and 
f a i l in t h e i r i n t r ep reneu r i a l development programme. Fac-
to r s con t r ibu t ing t o success may be strengthened whereas 
those of empeding nature would be checked. The research 
w i l l have t o point out the socio-economic & geographic 
f ac to r s which have d i r e c t bearing upon the en t r ep reneur i a l 
performance. In addi t ion t o the above, research i s designed 
in such away so as t o reveAl the q u a l i t y and quan t i t y 
of i n f r a s t r u c t u r e f a c i l i t i e s made ava i l ab le by the s t a t e 
for the smooth and e f fec t ive en t repreneur ia l development 
programm, & if found not upto the mark theP the s t a t e 
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govt, will have to be reported of the fact alongwith 
various constructive measures to be taken in this 
direction for the effective and efficient E.D.P. and 
economic development as both of these are jDnter 
dependent. 
Hypotheses ; 
Before undertaking the present study. It is 
better, on the basis of common sense , to formulate 
some Hypothesis to be tested. The logic for the hypothe-
ses, this study ultimately tries to test is as follows -
< 
The established i r ^ u s t r i a l Houses have been 
directed to funnel the i r investments in p r io r i ty 
sectors which are basic and key to entegrated indus-
t r i a l developments, need complicated technology and 
massive resources.Further, the companies under the i r 
control have been subjected to severe r e s t r i c t ions 
and l imi ta t ions . At the sometime, the new entrepreneurs who 
have, for the f i r s t time emerged as entrepreneurs after 
independence , 3a.ck experience and resources. The 
companies under the i r control are othewise subject 
to several inherent weaknesses. I t i s , therefore contemplated', 
An entrepreneur drawn from Mercantile background 
has several advantages. He has the ab i l i ty to spot an 
an opportunity,advantage regarding cost of gathering 
information,specialised knowledge of economic environment, 
smaller margin of error in quantifying risks & lower 
costs by utilizing already established distribution facilities. 
It is therefore, contemplated : 
1, "The entrepreneur having mercantile background 
are likely to be successful in proportionality larger 
number of cases than those not having such a background. 
In other words we can say that the performance of companies 
individual terms under the control of entrepreneurs 
drawn from mercantile background is likely to be better 
than those under the control of entrepreneurs drawn 
from non mercantile backgrounds". 
In the corporate enterprises which are entities 
of scale , demanding most of entrepreneurs time away 
from the machine and physical boundaries of the organisa-
tion . It appear that the impact of his technical person-
ality is likely to get diluted in the maze of other 
problems. Moreover the Indian Industry has relied heavily 
on foreign technology,Therefore, possession of technical 
knowledge appropriate to the Industry concerned by 
entrepreneurial families does not seem to be of much 
consequence to the company. The entrepreneurs knowledge, 
perhaps, plays an important role in smaller individualistic 
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propr ie to ry concerns dependent exclus ively upon h i s 
knowledge. I t i s the re io re^ contemplated, 
2. Investment and growth are c o r r e l a t e d , 
3. "The success of a l a rge - s i zed en t e rp r i s e i s 
not a function of en t rep reneur ' s t echn ica l knowledge", 
or The entrepreneurs* t echn ica l knowledge i s appropr ia te 
for t h e growth of en t e rp r i s e more in a r e l a t i v e l y smal ler -
s ized en t e rp r i s e than la rge sized e n t e r p r i s e " . 
4. Occupational background influences the en t r ep reneur i a l 
performance. 
I t i s f e l t t h a t the board changes must have t h e i r 
e f fec t on o rgan i sa t iona l performance. Too frequent changes 
should ef fec t con t inu i ty of p o l i c i e s and too frequent 
changes should make a board s t a t e unxesponsive t o the demands 
of the changing environment. I t i s , t he re fo re , hypothesised: 
5. Caste a f f i l i a t i o n s inf luence the en t r ep reneur i a l performance. 
Research Methodology; 
Since 1978 a l l small sca le u n i t s are required t o 
be r e g i s t e r e d with the d i s t t . I ndus t r i e s c e n t r e . Such 
r e g i s t r a t i o n au thor i ses a u n i t t o get var ious f a c i l i t i e s 
on the p r i o r i t y b a s i s . Assurance of such f a c i l i t i e s being 
linked with r e g i s t r a t i o n with D i s t t . Indus t r i e s Centre 
has made enl i s t -ment almost enevcitable. As such, an exhaus-
t i v e information on r e l a t i n g t o the Units could be 
gleaned from the r e g i s t e r s of the D,I,C,,L,D,M.C. , K.V.I .B, 
B.L.C. & N.F.T.C. e t c . 
AS a matter of fact , the study focuses on 
entrepreneurial performance which in-evitably involves 
comparisions in re la t ive roles of different categories 
of entrepreneurs and therefore itisthought riecessary 
to choose, to the extent possible homogenous groups of 
organisations. 
Primary Source : 
is F i rs t of a l l , the primary d a t a / of greater 
imfjortance/therefore the entrepreneurs themself have been 
. persuid so as to get the needed information for study. 
Information regarding growth, expansion and divers i f ica t ion 
has been gathered from Entrepreneurs^ j-jy interviewing 
them. 
Secondary Data : 
In fact , i t i s not possible to depend only upon 
primary data because of the fact that most of the entre-
preneurs are reluctant to reveal the information regarding 
t he i r business. Therefore, i t is necessary to resor t to 
secondary data a lso . For t h i s purpose Dis t t . Industries 
Centre and Bhartiya Charam Uddyog nod many other govern-
t a l agencies rendered useful assis tance. 
Universe : 
In all,500 units were registered with D,I,C. Agra 
From 1st Jan 1980 to 31st Dec.1982. These include 
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individual firms/partnership firms/ joint stock non 
government private companies, public companies and 
cooperatives . These units formed the universe for 
the present study. 
The Sample : 
As a detailed study of a l l the 500 uni ts was d i f f i -
cul t and time-consuming, a 20 Ji represenetative samples 
of the units was chcDsen. vjith a view to making the sample 
urvbiased and fully representative, the method of s t ratef ied 
sampling was adopted and a sample of 100 units (2 0 per 
cent t o be exact )wa3 taken for the study .All the units 
were f i r s t c lass i f ied according to the i r form of organis-
ation 6t from each type of organisation 20% units were 
picked up in the f i r s t stage of s t r a t i f i c a t i on . 
After having decided the number of units to be 
picked up from each category ^^^ each kind of productive 
ac t iv i ty , specific uni ts for investigation were chODsen 
purposively. out of 100 uni ts choosen for study only 60 
replied and res t 40 declired to yield any information. 
The Questionnaire : 
A ten ta t ive schedule of information to be sought 
from the entrepreneurs was prepared i n i t i a l l y on the 
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basis of objectives and hypothesis of the study.Then a tent-
ative framework of study was prepared and discussed with a 
number of persons in academici industrial and other fields. 
A draft questionnaire was then, prepared and Pretested through 
a piolot survey,The final questionnaire was then convassed 
and completed personally after discussions with all the 
respondents. 
Other Sources ; 
Besides the data collected through questionnaire . 
It was necessary to use many other sources of information 
both recorded and unrecorded. Reports, official records, 
books, journals, mimeographs & unpublished works were used 
extensively,Interviews with prominent industrialists in the 
area, both old guards & young enthusiasts, helped in eleciting 
certain vital information that did find any place in the 
records any where so far. 
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CHAPTER-IInd 
POOTWEAI^  INDUSTRY OF AGRA "An Over View" 
I n t r o d u c t i o n 
H i s t o r i c a l background of I n d u s t r y 
O r i g i n ^ e v o l u t i o n & development 
Var ious I n s t i t u t i o n s for t h e development of 
Footwear I n d u s t r y i n Agra 
Footwear making c a p a c i t y of I n d i a 
No. of Footwear manufac tur ing U n i t s i n Agra 
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C H A P T E R - II 
FOOTWEAR INDUSTRY OF AGRA 
"An Overview " 
In t roduc t ion t 
Before India became Independent, Agra was d e f i n i t e l y 
a major footwear manufacturing c e n t r e . But a f t e r 45 years 
of Independence t h i s Industry has made a grea t p rogress . 
I t I s because of t h i s fact /Agra has an Important place 
not only In India but a l l over the world. I n s p l t e of most 
modern machines being used for footwear manufacturing, the 
loca l craftsman have maintained t h e i r t r a d i t i o n a l a r t . 
Because of these reasons Agra has maintained the top most 
p o s i t i o n In footwear expor t . In Ind ia , According t o export 
promotion and inspec t ion agency of minis t ry of conunerce. 
The t o t a l export of footwear and l e a the r goods from Agra 
has been as fol lows-
1985-86 Rs. 88 Crores 1986-87 Rs. 110 c rores 
1987-88 Rs. 160 , , 1988-89 Rs. 230 , , 
There are about 60 major companies which are engaged 
In footwear export from Agra e .g . BajaJ Departmental Store, 
Tejmul Pv t . Ltd, , Vasant & Company, Rajasthan Cherra Kala 
Kendra, Happy I n t e r n a t i o n a l , Leather Fact Company, Ramnath 
Export Ltd, and Soben En t repr l ses e t c . 
But t o reach t h i s s t a g e , Agra has passed through a 
long way. 
Z9 
The h i s to ry of Agra's Footwear Manufacturing i s as 
old as t h i s h i s t o r i c a l c i t y • During Mughal Emperor Akbar's 
r e ign , 'Hing* used to be imported from Arab countr ies* This 
•Hing' used t o be brought in bags made of camel h ide . 
The market where i t used t o be so ld , i s s t i l l known as 'Hing 
Ki Mandi', The disposed l e a the r bags by Arab t r a d e r s were 
s t a r t e d being used for manufacturing of footwear, soon af te r , 
t h i s a c t i v i t y received a major s p u r t . In 1650 A.D. for the 
f i r s t time footwears were exported t o England from Agra. 
Before independence Agra was the only major footwear 
manufacturing c i t y i n the country* The footwear manufactured 
in small and la rge sca le i n d u s t r i e s here were sold not only 
in d i f f e r e n t c i t i e s of t h i s country but i n a l l those coun-
t r i e s of the B r i t i s h empire which were held as t h e i r c o l o n i e s . 
In those times majori ty of the popula t ion of t h i s country 
l ived barefooted, and r e s t wore 'panhi* or 'Hindustani ' 
shoe. The English shoe or 'Boot* s t a r t e d being manufactured 
a f te r the advwnt of B r i t i s h e r s . Along with the e^^ort of 
t h i s shoe, the B r i t i s h e r s and the educated c l a s s of urban 
and r u r a l areas a lso used t o wear i t . 
During t h a t time the re were only few b ig ccxnpanies 
manufacturing boot , of which Goodluck , Alexandria, Meh'ls and 
Marshall e t c . are worth mentioning. The Muslims and Ja tava 
community had a hold on i t . The Muslims had monopoly over 
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leather tanning and wholesale business while the Jatava 
community mostly did the footwear manufacturing work. 
For the designing of footwear^the catalogues were 
used to be brought in from France* Italy, Britain, America 
and other countries .After making some necessary changes 
in those catalogue designs, the craftsmen here were able 
to make a new design of footwear .There were tanneries in 
the three cities of Calcutta, Kanpur and Madras where various 
qualities of leather were boiled and procestsesd (further , In 
the tanneries of Calcutta 'Kaaf• or 'Kurra* lather was made 
ready for the upper of the shoe. In Kanpur sole leather was 
made from the hide of buffaloe. Living leather was made 
from the skin of goat and sheep in Madras . It was utilised 
io inner of the footwear, Kanpur was famous for its sandals, 
those days. She shaped iron mould was used for proper 
shaping of footwear. In those times the sole of footwear was 
made of leather. The craftmen used blade to sharpen the 
leather sole to make it uniform. For making and fitting of 
this sole/two Craftsmen used to be engaged. In those days, 
machine was used only for stitching the upper of the i '.. 
shoe and rest of the work was done by hand. It was 'Kaaf 
leather which was used for making the upper but occasionally 
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the sk in of snake and other animals was a l so used as 
l ea the r for t h i s purpose. 
Then^it was not , t h a t the shoe was made according 
t o t he s i ze of foot but the foot had t o be adjusted 
t o f i t i n to t he shoe* Impl ica t ion i s , t h a t the footwear 
then were not as comfortable as a t p r e sen t . But s t i l l 
shoes of Agra were reckened as one of the b e s t in the 
world. Besides e sco r t ing , Agra produced footwear t o meet 
the requirements of 80% popula t ion of t h i s country in 4 t h 
decade of 20th century .The q u a l i t i e s of footwear had been 
modified to a substant ial ex ten t . Besides i t s d u r a b i l i t y 
the shoes of Agra were a l so famous for t h e i r fashion. The 
shoe manufactured at Agra, used t o be t raded , i n a l l t he 
big c i t i e s and markets of I n d i a . The Agents of shoe manufact-
ur ing companies of Agra, used to br ing orders from Burma, 
S r i Lanka, B r i t a i n and other coun t r i e s in the world. Some 
of the ccsnpanies of Agra had a l so es tab l i shed t h e i r 
show room i n those c o u n t r i e s . In those t imes, some of the 
companies used t o export t h e i r own manufactured shoes. While 
o t h e r s , did so a f te r purchasing from loca l market. 
After the at tainment of P o l i t i c a l independence on 
15th August 1947, the footwear Industry of Agra suffered a 
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major se t back. Most of the Muslim Footwear manufacturing 
companies and craftsmen migrated t o Pak is tan ttnd the 
decades old occupational contac t between Muslim and j a t a v a 
came t o s t a n d - s t i l l . The gap , c rea ted due t o Muslims 
migrat ion, was soon bridged up by wandering punjabl .Punjabi 
s e t a strong hold on t h i s footwear and l ea the r goods whole-
s a l e t r ade with in no time by d i r t ^o f t h e i r hard work. 
in the mean t ime, some other coun t r i e s a l so achieved 
p o l i t i c a l Independence and became free from c e n t u r i e s old 
occupation of England. I t i s because of these f a c t s , the 
footwear Industry of Agra l o s t many markets and consequently 
the production was reduced t o the extent of approximately 
40%, But the Importance of the Footwear Industry of Agra 
continued rocking the hea r t s of the masses^ i n other wards 
I t did not e f fec t much the dominance of Footwear Indust ry 
of Agra. But a f t e r t h i s , the 5th decade, proved t o be of 
g r ea t e r value and s ign i f i cance for t h e footwear indust ry of 
Agra, 
For the f i r s t time in h i s t o r y of the footwear j ,; Agra 
received i t a deserved place In the world market. With t h i e , 
govt , of India received a major export order from U.S.a.R. 
through S.T.C. Soon a f te r the footwear indus t ry passed through 
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a revolutionary phase. Indian leather art center 
and Indian Art Centre of Agra received orders for footwear 
export. Indian Leather Art Centre itself produced the 
goods while Indian Art cfentre placed orders to other 
firms, Dxiring this period the craftsmen received more orders 
which in turn gave rise to their wages. Though these orders 
from Soviet Union removed stagnation from this industry but 
it did not yield e^ q^ ected fruitful results. But it benef. 
itted only to a limited section of people . Meanwhile / 
the upper caste Hindus entered this business who earlier 
used to look down this trade. But the flourishing business 
divided the trade among the craftsmen , industrialists and 
middlemen. Since then the gap among them is widening day 
by day. 
In the very same decade i.e. 5th the wooden moulds 
for shoe shaping replaced the old iron ones. In the mean 
time, many new footwear companies were established, some of 
them have steadily rode the path of progress to become the 
giants of today. Among them liberty, Relaxo, Alishan etc, 
have become household names. 
In exchange of footwear export to U.S.S.R. we received 
footwear manufacturing machines in addition to some other 
products* All these machines led to a spurt in footwear 
manufacturing industry. For making the sole of shoe 
'sole splitting machines' were started being used. 
In this the desired size of sole from leather was easily 
made by setting the gauge. Earlier much of the leather was 
wasted in the cuttings. That was also utilised now. For 
levelling the sole and the heel, sand paper and file were 
used earlier, but it was replaced ._by grinder. In this 
way for many other works machines were started being used. 
In 1960 A.D. a Britisher established 'Foenix 
Rubber Industries" in Calcutta, with the help of few 
Indian. TViis company started producing rubber sole with 
brand name of 'Rover' and 'Tiger', This Rubber sole 
brought an effective change in footwear jmanufacturlng 
field. The centuries old hold of leather sole was finished. 
It soon gob recognition everywhere. 
The use of rubber sole, rubber seat, P.V.C.,P.U. 
started increasing. The industry was relieved of the high 
cost and saarecity of leather. The rubber sole proved 
to be much cheaper, comfortable and durable, compared 
to leather sole. Two workers were required for making 
the leather sole and the fitting in the shoe. Now only 
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i s 
one worker able to accomplish the task successfu l ly . 
Now even the moulds are made of P.U.C. Walkenising 
Rubber Sole are being f i t t e d i n l ea the r development 
and Marketing Corporation with the help of most modern 
machines imported from Sweden and other western Advanced 
Countries in Europe. 
For the development of shoe indust ry t h e c e n t r a l 
ed 
and s t a t e govt, have e s t a b l i s h many ins t i t u t ion* .These a r e s -
( i ) S.T.C. ( S ta te Trading Corporat ion) . 
( i i ) I n d i a n Leather Industry Board, 
( i i i ) Govt, l ea the r I n s t i t u t e , 
(iv) N.F,T.C, (National Footwear Training Centre) 
(v) Khadi v i l l a g e Iwiust ry Board, 
(vi) u . p . s . L . D . & M, C, ( UJjtar Pradesh S ta te Leather Deyelop-
ment and Marketing Corporat ion) , 
(v i i ) Indian Leather Corporation ^r Bhart iya Leather 
Corporation, 
(v i i i )C .F .T ,C , XCentre for Footwear Training Centre ) 
(ix) Bhart iya Charm udoyog sangh* 
Khadi Vi l lage Industry Board t 
I t i s a l so ca l l ed the Khafli Gram Udyog^the main 
function of bhis board are -
( i) Advising the entrepreneurs t o e s t a b l i s h Indus t r i e s 
in r u r a l a rea , 
( i i ) Financing the ontrepreneurs for t h e i r i n d u s t r i a l 
establishment 4t low r a t e of i n t e r e s t . 
Uttar Pradesh Leather Development and Marketing 
Corporation (Agra ) i'V VPLDMC was established in 1974 
at Agra by the State Government under the companies 
Act 1956, for the socio -economic development of the 
persons engaged in theFOOtwear industry in general 
and for the overall development of the leather 
Industry in particular. The Corporation v?as set up 
initially with Authorised capital Investrtient of 
Rs, one crore which has been later raised to Rs. 5 
crores. 
The main objectives of setting up of the corporation 
are as followsj 
1. To build up the infrastructure for the development 
of footwear industry in the state. 
2» To assist in Development of Cottage and Small Scale 
and leather product units of the state, 
3. To provide financial, technical and marketing assi-
stance to states cottage and Small Scale Units and 
to provide assistance in various fields to promote 
them. 
4. To provide new methods, designs and manufacturing 
styles and demonstrate them in order to give them 
practical shape. 
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5. To improve the present working methods of small 
and cottage units. 
6. To give common facilities and machinery facilities 
to State's Small and Cottage units and to provide 
adequate assistance with a view to create common 
facility centre. 
7. To provide raw material* design and shoe lasts to 
the small scale units and to small artisans. 
8. To assist in marketing of goods produced by Small 
Scale and cottage units. 
2 
Functions of the Corporation : 
The functions of the corporation can be divided 
as under :-
1) Commercial/ and 
2) Developmental 
1) Commercial Functions : 
Under commercial Function the corporation carries 
the following functions : 
(i) Civil Footwear Marketing 
(ii) Industrial Footwear Marketing 
(iii)Direct Walkenizing Plant 
(iv) High Frequency Plant 
(v) Supply of raw material 
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2) Development Functions; 
Under the developmental function the corporation 
is running the following schemes t 
(i) Design Developmental Centre 
(ii) Shoe lasts bank 
(ill) Training Programme 
(iv) Micro Services Centre 
(v) Common Facility Centre, Fatehpur 
(vi) Common Facility Centre, Basti 
(vii)Common Facility Centre, Unnao, and Rai-bareli 
13. Bharat Leather Corporation (BLC),Aqra i 
Bharat Leather Corporation Ltd. was established at 
Agra in March 1976, with a view to promote, develop, 
aid, councel and otherwise assist leather industry and 
to provide it with means, resources, technical and 
managerial assistance to enable it to improve methods 
and techniques of production, management , marketing as 
well as tb take steps for building infrastructure for 
the overall development of this industry. 
This corporation forms the apex body of the organis-
it 
ation. Below .there are the State Leather Development 
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Corporation, Bharat Leather Corporation provides training 
facilities in the various areas, corporation plans to set 
up a common facility centre. They also plan to set up a 
sole plant unit at Agra, 
14.Government Leather Ingtituteji. Apr& t ^ , 
There are two post metric diploma level institutions ^  
one at Kanpur and another at Agra. The intake at each 
institution is 50 candidates, with 20 under leather 
tanning and finishing, and 30 for footwear and leather 
goods manufacture. The curriculam is based on All India 
Technical Education pattern. The Diploma holders from 
these institutions are placed in ForemaiVsupervisory 
positions in the factories. 
l^.Dayal Bagh Training Centre, Agra; 
The Centre offers 2 years certificate course in tanning 
and also in footwear manufacturing. Entrants for this 
course are not necessarily post metric students, 
16. C. F.T.C, , Agra ( run by DC (SSI) : 
DC(SSI) Government of India is running a CFTC in 
footwear at ift,gra. This centre has a practical training 
base and trains up for Foreman/Supervisory level, as 
well as for operator level. 
The trainees from this centre are in great demand. 
The 9 months and 18 month programme of the centre are 
very popular. 
17. Training by U.P.L.D. M.C. - Agra : 
The U^P. Leather Development and marketing Corporation 
Agra is running a training programme for footwear artisans 
at Agra and Raebarelly. 
The corporation plans to take training programme at 
their common facility centre at Patehpur and Unnao. UPLDMC 
is Planning to start higher technological exposure programme 
in leather finishing at CFC, Unnao, This programme shall 
be of 12 months duritioii and candidates sponsored by the 
industry and training institutes shall be given training. 
In this programme practical demonstrations by reputed 
technologists and manufacturers shall be given. The train-
ing programme shall help in propagation of improved 
leather finishing techniques. 
18. Government Industrial Training Institute^ Fatehpur AGRA t 
(under Department of Labour ) 
At Patehpur there is an institution being run by Deptt. 
of Labour with intake of students with 8th standard education. 
2 years certificate course in leather and leather goods 
manufacturing. Obviously the students passign out were 
intended as operatives or as workers in factories. 
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At present the main rivals and competitors of 
India are south Korea Taiwan, Brazeal, Argentina and 
partugal In the field of Footwear Export Business, Even 
then the export o£ Footwear from India has been very 
substantial ^ and impressive in the early nine months of 
as 
the year, Agra received more ordeis compared to past, resu-
lting into more and more Job opportunities to the masses 
engaged in footwear of Agra, Although there has been some 
decline in the monopoly of footwear Industy of Agra because 
of the establishment of footwear and other leather product-
unit at Madras , Kanpur, Jalandhar and Farldabad etc. 
But it has not effected much, only because of traditionally 
expert craftsman. Insplte of the use of most modern machines 
to produce footwear, Agra is still in a predominant posltloB»_ 
The main Importers of footwear from Agra are the countries 
such as U.S.A. , U.K. , earstwhlle U.S.S.R, France , United 
Germany, Bulgaria and other European countries. There are 
about 60 major exporting companies engaged in this task. 
Prominent among them are BajaJ, Tejmul Pvt. Ltd. Vasan 
and Company, Rajasthan Charm Kala Kendrya, Happy International 
Leather Fact Co.Ram Math Exports pvt. Ltd. & Soben enter-
prises, f,and Allshan etc. According to export inspection 
Agency in Agra linked to Ministry of Commerce, Govt, of 
India. The export is increasing day by day. 
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At present t he re are about t e n t annar ies engaged 
in t h i s Industry in Agra, which in add i t ion t o meet loca l 
i n 
demand of lea ther / footwear Indus t ry ,expor t t o d i f fe ren t 
foreign coun t r i e s . There are eome other unorganised u n i t s 
a l so engaged in tanning and f laying of l ea the r in Agra, 
At present the Footwear Indust ry of Agra has 
teached a t such a p l a c e , from where i t can jump any where 
t o compete with any other country of the world. The t o t a l 
export of footwear in year 1988-89 has been worth Rs. 230 c r , 
"Agra produces shoe uppers for export in the 
region of 70»000 p a i r s per day, hand made shoes for expert 
a re in the region of 5000 t o 7000 p a i r s per day. Ladies 
b e l l s shoes (handmade ) are produced to the extent of 
15,0Qp p a i r s per day. Shoe for Bata, Cctrnoa, Action, e t c , 
are in the region of 12,000 p a i r s per day. In add i t ion 
agents buy from cot tage u n i t s about 20,000 p a i r s per day. 
In addi t ion agents buy from Cottage u n i t s about 20,000 
p a i r s per day. Contract suppl ies t o D,G,s. Sc D and Secur i ty 
i s around 10,000 p a i r s per day. In a l l around 90,000 p a i r s 
of export o r ien ted , as uppers and shoes, bes ides complete 
footwear around 45000 t o 50,000 p a i r s per day i s made at 
Agra, which reaches out of every p a r t of India for making". 
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Leather Footwear and footwear component j Constitutes 
one of the most dynamic sectors of the Indian leather 
industry. I t is also reckoned as a significant area for 
expansion of India 's exports of value added items. I t i s 
a labour intensive product and includes such items as 
closed shoes, chappal, sandals and shoe uppers, growing 
affluence, surging population and greater urbanisation 
have J.provided a great stimulus for the. development of 
leather footwear industry in the country. 
Footwear industry is the single target item of 
leather product imported globally. More than 50% of 
global Import in the leather sector is accounted for by 
footwear. But inspi te of t h i s , India ' s share in the world 
market i s very negligible i . e , (below 1%), 
India manufactures every year about 340 million 
pairs of footwear made of leather and by 1989-90 i t is 
planned to ra i se th i s output to 440 million pai rs per 
annum. Whereas some quant i t ies are manufactured in 
large factor ies , a sizeable percentage of the footwear 
i s manufactured in small scale and cottage uni ts spread 
a l l over the country. The footwear and leather products 
industry i s estimated to employ, 4,10,000 people in the 
country. 
TABLE NO. 
FOOTWEAR MAKING CAPACITY IN INDIA- SECTOR WISE 
(in million pairs ) 
S e c t o r 
DGTD 
SSI (Semi m e c h a n i s e d ) 
SSI 
C o t t a g e 
U n i t s 
15 
800 
13000 
1 5 0 , 0 0 0 
C a p a c i t y 
2 4 . 0 7 
1 0 0 . 0 0 * 
3 8 . 0 0 * 
1 5 5 . 0 0 * 
* E s t i m a t e d 
Source tLeather May, 1988 Vol. 4, No.3. 
The annual output of footwear in India is nearly 
340 million pairs, whereas the out put of some other 
countries are as follows : 
China- 1900 million pairs per annum 
Soviet Union 1030 million pairs per annum • 
Taiwan -809 million pairs per annum 
Our productivity capacity in the footwear sector 
is also very low compared\ with countries like Japan, 
South Korea and Taiwan. Our productivity even at the 
best factory does not exceed three pairs a day per head, 
where-as it is 13 pairs in Japan, 7-8 pairs in South 
Korea and 10 pairs in Taiwan. 
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World demand for leather footwear Is estimated 
at US $ 11 billion. Of this nearly 40 per cent is 
accounted for by US^ 17 per cent by the U.K. & France, 
13 per cent by West Germany, and 3 per cent by 
Netherlands (Holland). Major suppliers of leather 
footwear are Italy, Spain^brazil and Yugoslavia, India's 
share in world exports is less than 1 per cent. 
Footwear is an item of mass consumption all over 
the world. The Indian entrepreneurs feel that there is 
a great potential for export of footwear. The Government 
of India is of the opinion that this is a desirable 
activity to be promoted. 
Accordingly in the recent past the Government 
liberalised import of machinery and equipment, raw mater-
ials and consumables required for manufacture of footwear. 
This has spurred a large number of enterpreneurs to enter 
into this field. Quite a few units already existing in 
the field are towards modernising themselves and a number 
of new enterpreneurs are getting in. The entry of some 
big industrial giants like Hindustan Lever, Larsen ana 
Toubro and Tatas, etc. in the footwear field is 
significant. Beside this Uie^ -ups of addidas and puma' ex 
with Bata and Carona, attempts of Rebuck and Lotto to enter 
into Indian market is also very significant.Madras and 
places around Madras such as Ranipet, Ambur etc., 
Bombay, Calcutta, and Delhi have emerged as new centres 
for manufacture of footwear and footwear components, Agra 
and Kanpur, traditional centres for manufacture of footwear 
are also on way to modernisation and developing fast. Though 
footwear components are exported in large quantity by India* 
it is expected that in the near future India will have the 
capacity for exporting good quality fashion footwear around 
the world. 
The export of footwear and footwear components from 
India has been showing a r i s i n g t rend over the yea r s . The 
exports of footwear and footwear components during the year 
1988-89 was 555.80 cDore rupees . 
Technology inputs and fashion t rends in the f i e l d of 
footwear are provided by the buyers t o day. Most of t h e 
leading expor ters have technologica l and marketing t i e - u p s 
with leading foreign footwear manufactures and Importers 
for ins tance Bata have co l lobora t ion with Addidas and Carona 
with Puma, More such co l l abora t ions are on the anv i l . The 
Indian manufacturers are wi l l ing t o j o i n hands with t h e 
footwear importers and manufacturers abroad for manufacture 
of footwear t o s u i t the fashions and needs of the Importing 
c o u n t r i e s . The Govt, have allowed co l l abo ra t ions i n t h i s 
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f i e ld . The council of Leather export promotion would welcome 
any offer in th i s regard from foreign importers and manufac-
turers and help them find suitable partners in India, 
The local manufacturers have real ised the importance 
of developing our own designs and styles* Leading manufac-
ture rs are apportioning sizeable inputs into organising 
t h i s ac t iv i ty . 
Footwear design and development In s t i t u t e i s 
another organisation being set up with Government aid and 
foreign collaboration. This organisation i s expected to 
feet as a ca ta lys t for accelerating the transformation of 
footwear industry in India, I t i s ej^ected to provide well 
trained supeirvisory personnel, various inputs of suitable 
qual i ty requires by the footwear industry and above a l l 
maintaining class touch with the footwear sector and take 
care of i t s research and development needs. 
TABLE NO. 
NU^BER OF FOOT WEAR UNITS IN AGRA - 1 9 8 8 
D e s c r i p t i o n of U n i t s No. of u n i t s 
a) E x p o r t f o o t w e a r u n i t s IQO p a i r s 25 
p e r d a y and more 
b) E x p o r t f o o t w e a r u n i t s 100 p a i r s 275 
p e r d a y and l e s s 
c ) D , G , S . & D S u p p l i e s 9 
d ) F o r B a t a s / c a r o n a , A c t i o n , e t c 50 
e) p r o d u c i n g a g a i n s t o r d e r s 
from r e t a i l e r s a l l o v e r t h e c o u n t r y 245 
f ) p r o d u c i n g 50 p a i r s & more and 302 
s e l l i n g t h r o u g h a g e n t s 
g) P r o d u c i n g 25 /50 p a i r s p e r d a y 536 
h) P r o d u c i n g 25 /50 p a i r s p e r d a y 1464 
i ) Lab W o r k / R e p a i r s 817 
T o t a l 2987 
Source : Uttar Pradesh Industrial Consultants, Ltd., 
Kar^ur, 1989. 
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PERFORMANCE OF ENTREPRENEXJRS IN FOOTV^ EAR INDISTRY 
This chapter is based on the Primary data collected 
through the field investigation with the help of Questionn^ 
aire. It throws light on the general characteristics of 
entrepreneurs and the Units established by them. The study 
relating to the Units includes location of the enterprises 
under study, their emergence period, and pattern of the 
ownership of such units so as to determine the role of 
people behind and inside the industry in small scale industry 
sector. The study regarding the entrepreneurs traces the age, 
caste, education, occupational background, parental occupa-
tional background, training and experience of entrepreneurs 
because these factors determine the motivational characteristics 
and the performance of entrepreneurs in a developing countZY* 
Prior occupation of the entrepreneurs, their family background 
and factors which have motivated them to enter the industrial 
field have also been discussed in this chapter. 
One hundred units were selected from the long list 
prepared by Distt, Industries Centre Agra. All these units 
were incepted and established from 1st January I98O to 31st 
Dec,1981, a period of 2 yrs., This list contains almost all 
the types of organisation e.g. sole proprietorship ,family 
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partnership , peirtnershlp. Private Limited Company, public 
Limited Companies and Cooperative society e t c . Out of these 
one hundred, only 60 owners or entreprenures agreed to provide 
required information and res t 40 declined to yield in any 
case. Though much persuation and requests were made but 
a l l of those bafe proved to be of no avai l . Necessary 
information rela t ing to the background of entrepreneurs was 
collected from a wide variety of sources. The entrepreneurs 
were identified from the information contained in the organi-
sation' s f i l e s available with the Dis t r i c t Industries Centre 
e t c . Questionnaire were also issued to entrepreneurs which 
in fact , proved to be a wholly disheartening Experience, 
Interviewswith the promoters and entrepreneurs were conducted 
and a large number of secondary sources were also tapped. 
The production in value was taken for a period of 
ten yrs . In calculating compound growth r a t e s . Three d i s t i nc t 
patterns of growth emerged from the analysis of± information. 
The performance of entreprenuers was related to the growth 
patterns as follows i -
S,No. Growth pat tern Entrepreneurial performance 
1, Significant posit ive Successful Entrepreneurs 
growth Rate (Most ) 
2, Insignificant posi- Marginal Entrepreneurs 
t ive Growth Rate 
3, Significant Negative Unsuccessful Entrepreneurs 
growth ra te 
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Ind ica to rs of Growth > 
I n the present i n v e s t i g a t i o n and research t h e 
en t repreneur ia l performance has been judged in terms 
of xxxxxx- some Financia l and non Financia l i nd i ca to r s » 
These ind ica to r s include: 
Total Assets 
Gross block 
(Plant & Machinery only) 
Representlhg^jPhysical 
Ej^ension of a company 
or o rgan i sa t ion . 
Net Sales 
Gross p r o f i t 
Representing Role of 
an organ isa t ion in the 
market. 
Net p r o f i t 
Net worth 
Representing broadly t he 
Financia l hea l th of an 
o rgan isa t ion . 
Above mentioned plus some others are the c r i t e r i a 
chosen as the bas i s on which development of entrepreneurs* per-
sona l i ty was Asses§e^ In addi t ion t o some non-f inancia l 
i n d i c a t o r s . 
Pa t t e rn s of Growth ; 
The information about Growth p a t t e r n s emerging in 
t he study was as follow t 
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Category Growth p a t t e r n Number of u n i t s p e r c e n t a g e 
A S i g n i f i c a n t P o s i t i v e 15 25 
Growth Rate 
B I n s i g n i f i c a n t P o s i t i v e 32 53.33 
Growth Rate 
C S i g n i f i c a n t Negat ive 13 21.67 
Growth Rate 
TOTAL 60 100 
S i g n i f i c a n t P o s i t i v e Growth : 
The E n t r e p r e n e u r s connec ted wi th u n i t s having 
s i g n i f i c a n t p o s i t i v e growth r a t e d i s p l a y e d h igh l e v e l of 
per formance . They had been able t o add new u n i t s , u n d e r t a k -
ing '• expans ion and d i v e r s i f i c a t i o n s , a l l o c a t i n g f o r Research 
and Development Programme,meeting o u t s o c i a l R e s p o n s i b i l i t i e s 
of b u s i n e s s , g e n e r a t i n g adequate employment opportunities,mak-^r.:j 
ing ijnprovements i n p r o d u c t i o n and marke t ing t e c h n i q u e s , o u t 
of t h i s g roup , 12 e n t r e p r e n e u r s a d d e d j u n i t s each, 3 added 
2 u n i t s each & were s u c c e s s f u l i n making numerous improvements 
i n moving of t h e i r u n i t s ahead. The fg l lowing i n f e r e n c e s were 
a v a i l a b l e from t h e a n a l y s i s of infox'mation a v a i l a b l e wi th t h e s e 
u n i t s . 
1 . The e n t r e p r e n e u r s p r e f e r r e d only foo t wear i n d u s t r y for s e t t * 
ing up new u n i t s . Not a s i n g l e p e r s o n s e t up a new u n i t 
58 
outside this Industry. 
ii. The demand for the product was the Primary consideration in 
deciding about various improvements schemes including 
setting up new units^ taking up expansion & diversifi-
cation programme etc. 
iii.The entrepreneurs tried to usatheir own techinical know-
how for undertaking various improvements • 
iv. The Resources generated by the Units were the main sources 
of finance for new units. The entrepreneurswere hesitant 
to depend upon outside sources for financing new schemes. 
V. The entrepreneurs preferred to remain in Small scale 
Sector while under taking new plans,with the exception of 
limited units. 
Insignificant Positive Growth Rate :32 units 
out of total 50 units ( about 54%) did not show any subs-
tantial growth rate, their growth rateswere insignificant 
at a very low level of significante. The increase in production 
value could be expressed in terms of sampling fluctuations 
and inflationary affects. The reasons advarx:ed for lack of 
growth were insufficient funds, inadequate demand, high 
costs of inputs and poor availability of raw material. 
There were some Personnel Problems followed by large number 
of Production & Marketing difficulties. Though there were 
some units in the sample which showed quite a good performance 
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while working and functioning under the similar conditions 
and circumstances. The inadequate demand was not true for the 
industry as a whole. The units producing better quality Products 
St. having their own sales channels were not facing any sort of 
marketing problems, Personnel Management Problems were also 
not found in other units, Financial difficulties in these 
units were partly because of financial planning and partly 
due to the deffactive failure in raising sufficient working 
capital. The raw material difficulties were faced by almost 
all the units. The available raw material were of low quality 
6c much less in quantity than the demanded. The cost of inputs 
had increased more than the prices of finished products which 
ultimately resulted in limiting the competitive strength of 
units. On managerial front there were entrepreneurial failures. 
There was a tendency on the part of entrepreneurs to look 
after each function personally they did not rely on subordinates 
and this resulted into centralisation of power and low level 
of loyalty and responsibility on the part of subordinates 
towards organisation. These typejs of factories were mainly 
responsible for lack of growth not only in small scale units 
but also in the medium and large scale enterprises. There 
of 
was a lack of managerial orientation and also lack sense of 
responsibility ,Among all the concerned engaged in from top 
to bottom and vice a versa. 
Negative Growth pat tern : 
As many as th i r t een entrepreneurs from the sample 
could not take the i r units ahead at a l l . I t was the poor quali t] 
of leadership provided by these entrepreneurs which were 
responsible for their poor performance. We may ca l l these 
entrepreneurs as unsuccessful entrepreneurs. They mentioned 
inadequate demand and jrisuf fie lent- furxls as the reasons for 
the i r fa i lu re . The market px'oblems were mainly due to low 
quali ty of goods, and undependable sale channels. The financia. 
d i f f icul ty arose mainly due to defective planning. The entre-
preneurs could not create working capi ta l cycle and had to 
face financial d i f f i cu l t i e s most of the times. Personnel Proble-
ms also stood in the way of effective and efficient entre-
preneurial performance. These entreprenexxrs were also found 
reluctant in delegating were also found reluctant in delega-
ting authority to subordinates and junior off icers . They also 
did not rely upon them for minor and routine types of deci-
sions which resulted into cent ra l i sa t ion of power and auth-
or i ty causing damage to employer-employee,already existing 
poor re la t ions in the organisation. Production was also carr ied 
on, on the old & t r ad i t iona l pa t tern . Moreover there was 
complete absence of some s t a t i s t i c a l devices thought essen-
t i a l for effective and efficient production Management, such 
as s t a t i s t i c a l qual i ty control e t c . Mismanagement on different 
fronts resulted in negative growth ra te in these organisation; 
taken in sample for study. 
1 
Socio-EConomicPactors & Growth Pa t t e rns : 
AS a matter of Fac t , some soc ia l communities 
with c e r t a i n geographical background have t r a d i t i o n a l l y 
been the p r i n c i p a l suppl ier of the en t repreneurs . Among 
large no. of t r a d i t i o n a l communities which have been 
engaged i n mercant i le a c t i v i t y . The prominent and popular 
ones are p a r s i s from Gujrat , Marwaris from Rajasthan, 
Bohras From Maharashtra, Bania^ j a i n , c a s t e s of Gujrat and 
Chhatt iarof Tamil Nadu. These are the t r ad ing communities, 
who accumulated economic surplus and extended t h e i r a c t i -
v i t i e s to financing and maritime t r a d e . Gradually they 
buildup banking, investment and insurance i n s t i t u t i o n s . 
Taking cue from the i n d u s t r i a l Revolution in England and 
i n d u s t r i a l a c t i v i t y of the English in Ind ia , the Indian 
businessmen se t up t h e i r own i n d u s t r i a l en t r ep re s i s & 
through the specula t ive manipulation captured many of the 
B r i t i s h en t e rp r i s e s in Ind ia , Thus in Hinduism v/hat c a s t e 
hierarchy assigned them as a function Flourished and 
blossomed in to indus t r i a l i sm through well kn i t resources 
groups which rescued the community members in d i s t r e s s making 
i t d i f f i c u l t for o thers than t h e i r own k in t o enter in to 
i t even though the^^ f e l t a t t a r acted. Thus, the family 
t r a d i t i o n of looking at every a c t i v i t y from p r o f i t angle, 
contemp l a t ing hazardous c a l c u l a t i o n s of the gains & lo s se s , 
f a m i l i a r i t y with products , awareness of the market and 
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sources of supply of Raw mate r ia l anfl above a l l a v a i l a b i l i t y 
of finance from c lo se -kn i t source, gave these communities 
a d i s t i n c t advantage over others howsoever en te rp r i s ing and 
innovative they may be . With t h i s background in mind we are 
t o analyse the r e l a t i o n s h i p between growth pa t t e rn s of u n i t s 
and socio-economic fac to r s r e l a t e d t o en t repreneurs . These 
f ac to r s have been discussed as fol lows-
Gyowth p a t t e r n and p a t t e r n of ownership / o rgan i sa t ion ; 
Qsn. No. 1 - What i s the form / t y p e of your o rgan isa t ion . 
By p a t t e r n of ownership or o rgan isa t ion we mean the 
type , nature £t form of the es tabl ishment . The most prevalent 
forms of ownership in the u n i t s s tudied in the footwear 
Industry of Agra are P r i v a t e pfoprietor^ihip and pa r tne r sh ip 
as i s evident from the following t a b l e No. 1. 
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As per the t a b l e % . l The t o t a l No, of o rgan i -
sa t ions under study are 60, which include 25 (41.67%) so le 
P ropr i e to r sh ip Firms, 10 (16.67%) Par tne r sh ip Firms with 
Pa r tne r s of Family members, 14(23.33 %) Par tnersh ip firms 
with pa r tne r s other than family members, 7(11.67%) P r i v a t e 
Ltd, Co. and 4(6.67%) non Govt, Public Ltd. Co. Cooper-
a t ive societ ies and other forms of o rgan i sa t ion were not 
included in sample for i n v e s t i g a t i o n s . 
Category "A" S igni f ican t p o s i t i v e Growth Rate ; 
"Most successful Entrepreneurs " . According 
t o t ab l e No.l Out of t o t a l 25 sa l e p r o p r i t o r s h i p firms, 
the performance of only 6 (24%) entrepreneurs is exce l len t 
whereas in case of pa r tne r sh ip firms with pa r tne r s of 
family members 3(30%) organisa t ions out of t o t a l 10, 
r eg i s t e r ed or showed bes t performance followed by 
P r iva t e Ltd, Co. which are 2 out of 7 about 28.58 % in 
t h i s ca tegory, Non Govt, Public Ltd, Co. i s 1 out of 
t o t a l 4 about (25%) followed by pa r tne r sh ip firms with 
pa r tne r s other than family members which are 3 out of 
14, about 21,43% , 
Category "B" Insic^nif l ean t P o s i t i v e Growth Rate ; 
"Marginal Entrepreneurs" , AS i s shown in t ab l e 
No.l , 13 sole P ropr i e to r sh ip firms out of t o t a l 25,about 
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52% reg i s t e r ed Ins ign i f i can t P o s i t i v e Growth Rate followed 
by family pa r tne r sh ip firms and Non Govt. Public Ltd, Co. 
which are 5 out of 10 and 2 out of 4 r e s p e c t i v e l y . 
50 i s the % age of each o rgan i sa t ion , pa r tne r sh ip firms 
and p r i v a t e Ltd, Co. are , 8 out of 14 and 4 out of 7 
r e s p e c t i v e l y . In both of the cases , the % age i s 57,15 
each. 
Category "C" slgt i i f icant_Negative Growth Rate. 'unsuccessful 
entrepreneuts">t 
As i s evident from t a b l e No.l t h a t maximum 
No. of f a i l u r e cases are from Non Govt. Publ ic Ltd Co.& 
sole p rop r i e to r sh ip types of o rgan i sa t ions these are 1 
out of 4 (25%) and 6 out of 25(24%) r e spec t ive ly followed 
by pa r tne r sh ip f irms, 3 out of 14 about 21,42% and family 
pa r tne r sh ip o rgan isa t ions , 2 out of 10 about 20%,Private 
Limited Companies are minimum in t h i s c a t e g o r y . l t i s only 1 
out of 7 about 14.28?i. 
On the b a s i s of the ana lys i s of co l l ec t ed s t a t i s - ' 
t i c a l da ta , ava i l ab le in t a b l e No.l i t can be under-
stood t h a t the performance of Entrepreneurs holding 
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Family partnershipgiCP) Ltd. Company o rgan i sa t ions , 
i s somewhat b e t t e r than other types of o rgan i sa t i ons . 
These entrepreneurs are having maximum fi age so far as 
the category of most successful ent repreneurs i s con-
cerned. In t h e second. Marginal entrepreneurs• category^ 
entrepreneurs holding Par tne r sh ip firms and Pv t .L td . 
Co. types of organisa t ions are b e t t e r or well off 
whereas i n the f a i l u r e entrepreneurs ' '•' category^ Non Govt. 
Public Ltd, Co, andl sqile p ropr i e to r sh ip types of concerns 
are worst a f fec ted . 
S7 
Growth pattern & Previous occupational background of 
entrepreneurs : 
According to the table No.2 , out of the total 
60 units, studied,the previous occupational background 
of 13 (21.67%) entrepreneurs was private service in 
footwear Industry and other Industries whereas 10(16.67%) 
entrepreneurs were engaged in their studies followed by 
unemployed and Real Estate owners who were 8 (13.33%) each, 
professional job. Govt. Service and Agriculture was the 
occupation of 5(8.33%) entrepreneurs each, 6(10%) entrepre-
neurs were engaged in some other businesses • 
Category"A" significant Positive Growth Rate : 
"Most successful entrepreneurs" As per the 
table No.2, out of the total entrepreneurs 6, in the 
group of "other business" 2 (33.33%) are in category "A", 
meaning thereby, the maximum % age is of those who were 
having "other businesses" as their previous occupational 
background, followed by those who were persuing their 
studies (students ). These are 3 out of 10 about 30% 
Unemployed and Real Estate owner both are 4 of 16 total 
about 25% .Professional Jobs e.g. MBA ,MCA ,LLB ,MFC, 
MFT, MBBS, Govt, Services and agriculture, are the 
occupational background of 3 ' entrepreneurs out of 15, 
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about 20% of each.Entrepreneurs having p r i v a t e job or 
serv ice as t h e i r occupational background are 3 out 13 
about 23.07%, 
Category "B" In s ign i f i c an t Pos i t i ve Growth Rate : 
"Marginal Entrepreneurs" In t h i s category, 
maximum entrepreneurs are with the background of p r i v a t e 
s e r v i c e . These are 8 out of 13 about 61,53% followed 
by Profess ionals and Govt, Servants who are 6 out of 
10 about 60%. 
Studentship i s the background of 6 entrepreneurs 
out of lO about 60% followed by Real "estate owners and 
other businessmen who are 3 out of 6 and 4 out of 8 
respec t ive ly , about 50%. Agricul ture i s the occupational 
background of 2 entrepreneurs out of 5 about 40% whereas 
unemployed are only 3 out of 8 about 37.50%. 
Category "C" s i g n i f i c a n t Negative Growth Rate "Unsuccessful 
Entrepreneurs" Maximum Entrepreneurs are from t h e 
group of a g r i c u l t u r i s t and unemployed, these are 2 out 
of 5 about 40% and 3 out of 5 about 37,50% respec t ive ly 
followed by Real Es ta te owners who are 2 out of 8 about 
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25%.professionals and govt . Servicemen both are 2 out of 
10 about 20%,&ther businessmen and p r i v a t e servicemen are o^ 
out of 6, about 16.67%and 2 out of 13 about 15.38% respe-
c t ive ly .The % age of . f a i l u r e cases among s tudent i s 
very megre i . e . only 1 out of 10 about 10% only. 
The inference ^/hich can be drawn^ on the bas i s 
of the analys is of t ab l e m*2, i s t h a t the entrepreneurs 
having occupational background as other business and 
s tuden tsh ip , r eg i s t e r ed and showed bes t performance as 
compare t o o t h e r . F a i l u r e cases are also minimum in 
these two groups(jof en t repreneurs . I t i s perhaps because 
of the fac t t h a t when an entrepreneur comes from a s imi la r 
occupation he br ings wHth -him almost a l l t he q u a l i t i e s 
which are needed & required in the next s imi la r occupa-
t i o n , enabling him to perform b e t t e r than others even 
if other put more e f fo r t s than him in the f i e l d . The 
reason for the success of s tudents seems to be the 
same as in case of other businessmen. Students b r ing Fresh 
Ideas new concepts and enthusiasm/iriore over they make a 
proper use of t h e i r s tud ies which have r ecen t ly been l e f t . 
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Growth p a t t e r n & p a r e n t a l o c c u p a t i o n of t h e e n t r e p r e n e u r s : 
C e r t a i n l y , t h e e n t r e p r e n e u r s who e n t e r e d t h e footwear 
I n d u s t r y of Agra^had come from d i f f e r e n t t y p e s of occupa-
t i o n a l f a m i l i e s . Meaning t h e r e b y t h e i r f a t h e r and f o r e -
f a t h e r s were not footwear bus inessmen o r e n t r e p r e n e u r s 
bu t be long t o v a r i o u s o t h e r occupa t ions e . g . Govt . 
s e r v i c e , P v t . S e r v i c e , A g r i . and o t h e r p r o f e s s i o n s e t c . 
whether t h e performance was In any way l i nked wi th t h e 
fami ly occupa t ions of e n t r e p r e n e u r s or no t , i s d i s c u s s e d 
h e r e , wi th t h e In fo rma t ion a v a i l a b l e i n t a b l e No .3 . 
As i s c l e a r from t h e t a b l e No.3 t h a t maximum 
e n t r e p r e n e u r s , 22 out of t o t a l 60 about 37% have come 
from Footwear b u s i n e s s background fol lowed by P v t . S e r v i c e s , 
10 e n t r e p r e n e u r s out of t o t a l 60 about 17% .The e n t r e p r e -
neurs having o c c u p a t i o n a l background of t h e i r f a m i l i e s 
such as o t h e r b u s i n e s s , G o v t , s e r v i c e and A g r i c u l t u r e a r e 
18 out of t o t a l 60 E t p s . 6 each , about 10% whereas b u s i n e s s -
men having a f f i l i a t i o n of t h e i r f a m i l i e s wi th t h e 
occupa t i ons such as R,E.O.& P r o f e s s i o n a l job a r e 10 out 
of 60 about 8.33%.5each. 
Category "A" s i g n i f i c a n t p o s i t i v e Growth Ra te 
"Most s u c c e s s f u l E n t r e p r e n e u r s " : 
AS per t h e i n fo rma t ion a v a i l a b l e i n T a b l e , Number 
3 t h e performance of t h e s e who have footwear b u s i n e s s a s 
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t h e i r pa r en t a l background, i s exce l l en t . They are 8 out 
of 22,about 37%, and those whose pa ren ta l background 
i s business but other than in footwear , are l ess in 
% age. only 1 out of 6 about 16%,Govt. Servents prede-
cessor are a l so very few i . e . 1 out of 6 about 16%. 
Performance of those whose paren ts were in P r i v a t e 
serv ices or were profess iona ls l i k e C.A. C.W.A. , law-
yers » Doctors Mgnt,Graduate or RealJe 'state owners, 
i s 20 in % age of each i . e they are 2 out of lO,1 out 
of 5 and again 1 out of 5 r e spec t i ve ly , whereas t he 
one whose paren ta l background i s . A g r i c u l t u r e ^ i s only 
one out of 6 i . e . about 16%. 
Category "B" in s ign i f i can t p o s i t i v e Growth r a t e i 
The entrepreneurs whose pa ren t a l background 
business i s the footwear / -, i t s e l f and other businesses 
are 13 out of 22 about 60% & 3 out of 6 about 50% 
re spec t i ve ly , whereas t h e entrepreneurs who have 
Govt, se rv ice , p r i v a t e se rv ice and Agricul ture as 
t h e i r pa ren ta l background are 3 out of 6 , 5 out of 
ive ly 
10 and again 3 out of 6 r e s p e c t / t h e %age being 50 of 
each. Entrepreneurs whose pa ren ta l background i s 
Real Es t a t e owner ^ Professionals are 3 out of 5 and 
again 2 out of 5 r e spec t i ve ly , about 40% each. 
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category "C" S ign i f ican t Negative Growth Rate : 
Unsuccessful entrepreneurs j The entrepreneurs having 
other bus iness . Govt, se rv ices and Agricul ture as 
t h e i r pa ren t a l background are 2 out of 6, in each 
case, & % age i s 33.33 of each group, whereas en t repre -
neurs having profess ional and r e a l e s t a t e "owner pa ren t a l 
background are 2 out of 5, of each,% age being 40 of 
both the groups. Entrepreneurs having footwear business 
and p v t . serv ices as t h e i r pa ren ta l background are 1 out 
of 22 about 4,55% & 3 out of 10 about 30% r e s p e c t i v e l y . 
Entrepreneur ia l educat ional background or Educational 
background of entrepreneurs and t h e i r growth p a t t e r n : 
While studying the r o l e of the entrepreneur-
sh ip , i t seems necessary t o evaluate the level of 
formal education of the entrepreneurs because t h e formal 
education has always been considered as an important 
a s se t s of an ind iv idua l i n bui ld ing h i s occupational 
ca ree r in a bureaucra t i sed soc i e ty . The formal education 
not only helps in the a c q u i s i t i o n of the required 
knowledge for a job which demand non t r a d i t i o n a l s k i l l s 
but a l so imparts knowledge about the d i f f e r e n t occup-
a t i o n a l oppo r tun i t i e s . Therefore^in a developing 
economy, t h e education i s always looked upon as a means 
t o emprove one ' s socio-economic p o s i t i o n in the soc ie ty . 
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For the purpose of t h i s study, the leve l of formal 
education of the entrepreneurs has been indicated in 
the fo i l ing four c a t e g o r i e s , 
1.Under Graduates t In t h i s category a l l the en t r ep re -
neurs who have formal education from c l a s s 10- t o below 
14 th are included , 
•^ * Graduate i This category c o n t a i n s / include the 
ent repreneurs , having formal education equvalent t o 
14the i . e Graduation e .g . B.Sc. B.Com., B.A. & 
B.sc . Ag. e t c , 
3. Post-Graduates ; Those entrepreneurs who have 
completed t h e i r pos t -graduat ion nnx / e . g . M.Sc. M.Com. 
M.A. & M.SC, Agricul ture e t c . 
4. p ro fess iona l ly Qualif ied t Uhder t h i s category, 
the re are many entrepreneurs who have passed some 
of Profess ional ejcaminatioti e .g . C.A, CV/A,LLB, MBA,MBBS, 
B.E.B.Arch, B. pharm. and-Diploma in Engg. e t c . 
Category "A" or s ,N. l 
S ign i f ican t p o s i t i v e Growth Rate; 
As i s evident from the t a b l e No. 5, t h a t 
under graduates are maximum in number i . e . 24 out of 
60 about 40% 7 out of 24, about 30% have been very 
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much successful in expanding & d ivers i fy ing t h e i r b u s i n e s ^ s 
Growth r a t e 
and hence r eg i s t e r ed in the category of s i g n i f i c a n t p o s i t i v e 
Graduates a lso are in a b e t t e r p o s i t i o n 
than any other qua l i f i ed category ent repreneurs . They 
are 5 out of 13 about 38,46%. Entrepreneurs having p o s t -
Graduation fit p rofess iona l education Degrees are less in 
number and a l so minimum in en t rep reneur i a l performance as 
compare t o o ther educat ional group/category. They are 2 out 
of 15 ( ^3.33%)^ 1 out of 8 (12.50%) r e s p e c t i v e l y . 
Category "B" or S.Isl.2 In s ign i f i can t p o s i t i v e Growth Rate -
In t h i s category^Entrepreneurs having Pos t -graduat ion 
q u a l i f i c a t i o n are maximum 10 out of 15 (66.67%) followed by 
these who have profess ional q u a l i f i c a t i o n 5 out of 8 
(62.50%). Entrepreneurs having educat ional Qua l i f i ca t ion 
less than Graduation are 12 out of 24 (50%) whereas those 
who have Graduation Degrees are 5 out of 13 (15.62%). • 
Category "C" or S.N.3 S ign i f ican t Negative Growth Rate : 
In t h i s category. Maximum entrepreneurs a re , having profess io-
nal qualif icat ions i . e . 2 out of 8 (25% ) followed by 
Graduates 3 out of 13 about 23.08 % .Under Graduates are 
5 out of 24 about 21% whereas the entrepreneurs having 
post Graduate q u a l i f i c a t i o n s are 3 out of 15 (20%). 
Ent repreneur ia l Geographic Origin and t h e i r p a t t e r n of 
Growth : 
I t i s i n t - r e s t i n g t o note t ha t Geographic o r i g i n 
a lso has a d i r e c t bearing on the en t repreneur ia l performance 
in the footwear industry of Agra, as i s evident from the 
t ab l e No.6 on the next page. 
category "A" or S.N.I s i g n i f i c a n t p o s i t i v e Growth Rate ; 
As per the information ava i lab le in t a b l e No.6 
There are 9 entrepreneurs out of 34 about 27% from Agra 
c i t y i t s e l f followed by Rural Areas, outs ide Agre c i t y 
and out of Agra D i s t t ' s entrepreneurs.,who a r e 2 out of 8 
& 1 out 4 (25%) r e s p e c t i v e l y . The entrepreneurs having 
sub-urban Geographic Origin /Background are 3 out of 
14 about 22% . 
Category "B" or S.N.2 In s ign i f i c an t P o s i t i v e Growth Rate : 
By having a look on the t a b l e No.6 I t can be 
r e a l i s e d t h a t entrepreneurs having Agra c i t y i t s e l f , 
background /geographic o r ig in are 20 out of 34 about 60% 
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while these entrepreneurs having sub Urban & Outside Agra 
District background are 7 out of 14 & 2 out of 4 (50% each) 
respectively, whereas these who have purely Rural geographic 
origin/background are 3 out of 8 (37.5%), 
Category "C" significant Negative Growth Rate j 
Unsuccessful Entrepreneur© .: In this category Maximum are 
rural 3 out of 8 about 38% whereas Ilnd highest are sub-
Urban 4 out of 14 about 29% followed by those entrepreneiirs 
who have outside Agra Distt. origin they are 1 out 4 i.e. 
about 25%. Least in number are those who belong to Agra 
city itself. They are 5 out of 34 i.e. about 14% only. 
Caste or Social backqrourxi of entrepreneurs and their growth 
Rate A'attern : 
The Industrial entrepreneurship in India has always 
been discussed and analysed in terms of entrepreneurs'castes 
and the persultes associated with their castes. Therefore 
no discussion on entrepreneurship can escape reference to 
social communities which have traditionally been the suppliers 
of entrepreneurs. Among the traditional communities which 
have been engaged in mercantile Activity^the prominent 
ones are the parsis from Gujrat, Marwaris from Rajasthan^ 
Bania and jain castes of Gujrat and Chettiar of Tamil Nadu. 
1 
These trading communities accumulated economic surplus 
and extended thei r ac t iv i t i e s to financing and maritime 
t rade . Gradually they b u i l t up banking^ investment & 
insurance inst i tut ions^taking cue from the Industr ia l 
cevolution in England fit indust r ia l ac t iv i ty of the 
set 
English in India, the Indian BusinessiTier/ up the i r 
own industr ia l enterprises and through the speculative 
manipulations, captured many of the Bri t i sh entreprises in 
India, Thus, in Hinduism what caste hierarchy assigned 
them as a function. Flourished & blossomed into indus-
t r ia l i sm through well knit Resource groups which rescued 
community members in d i s t ress making i t d i f f i cu l t for 
others than the i r own kin to enter into i t even though/ 
f e l t a t t rac ted . Thus, the family t r ad i t ion of looking 
at every ac t iv i ty from profi t angle, contemplating 
hazardous calculations of the gains & losses, famil iari ty 
with products^awareness of the markets and sources of 
supply of Raw materials and above a l l ava i lab i l i ty of 
finance from close-knit source/.gave these communitites 
a d i s t inc t advantage over others^howsoever entreprising 
and innovative they may be. Hence caste system has had 
to some extent i t s effect on occupational mobdility. Though 
the caste system among Hindu is being constantly 
denounced. Caste factor has to be considered in studying 
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as 
t he en t repreneursh ip / the en t repreourc & the entreprene-
ursh ip demands the presence': of a p a r t i c u l a r c u l t u r e 
which c e r t a i n c a s t e s have iiibibed in them-rselves. 
With t h i s background in mind , l e t us look at^ 
who caine t o se t up e n t r e p r i s e s during 1st January 1980 
t o 31st Dec.1981 in footwear indust ry of Agra, 
Category "A" s i g n i f i c a n t p o s i t i v e Growth Rate : 
"Most successful entrepreneurs" - As per the s t a t i s t i c a l 
da ta ava i lab le in Table No.6 shoodr,Sikhs and Chr i s t i an 
a r e , 1 each out of 12 about 25%. Whereas Brahmin are 
3 out of 11, about 27% » Chha t t r i are 2 out of 10 about 
20% . Muslims are 4 out of 18, about 22% .Entrepreneurs 
having highest No., 3 out of 9 about 33.33% are from 
Vaish background. 
Category "B" in s ign i f i can t p o s i t i v e growth r a t e : 
"Marginal Entrepreneurs" - As i s very much c l e a r from 
t a b l e No.6 t h a t the entrepreneurs having Muslims 
soc i a l background are h ighes t in % age i . e . about 56. 
10 out of 18. Followed by Brahmins 6 out of 11 about 
54% whereas c h h a t t r i are fur ther h ighes t , 6 out of 10 
about 60%. Shoodr, Sikhs & Chr i s t i an are 2 each out of 
12 i . e . the %age of above a l l 3 ca tegor ie s entrepreneurs 
i s 50, whereas entrepreneurs having Vaish soc ia l back-
ground are l e a s t i . e . 4 out ©f 9 about 44% only. 
Category "C" S ign i f ican t Negative Growth Rate : 
"Unsuccessful Entrepreneurs" - The entrepreneurs ijiavirig" 
Shoodra, Sikhs and Chr i s t i an soc ia l background a r e , 1 each 
out of 12 i . e . about 25% in each of these c a t e g o r i e s . 
Highest No. i ? of Shoodr i . e . 1 out of 4 about 25% 
whereas Muslims and va ishs are 4 & 2 out of 18 & 9 
r e s p e c t i v e l y . The % age i s same i.e.22.22% in both 
cases of entrepreneurs . Chha t t r i are 2 out of 10(20%) 
followed by Brahmins 2 out of 11 about 18.18%. 
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Age of entrepreneurs and t h e i r Performance or Growth 
p a t t e r n ; 
I t seems, t h a t the age fac tor could be d i r e c t l y 
propor t iona te to the success of en t repreneurs . More i s 
the age, the p r o b a b i l i t y of success of an entreprenexirs 
could be high, but in p r a c t i c e i t i s not so . Table No, 7 
suggests t h a t most of the entrepreneurs are in t h e age 
group of 20 t o 30. However successful ent repreneurs are 
in the age group of 31-40 yrs.jSc not i n the age group of 
above 51 y r s . 
Catecrory "A" s i g n i f i c a n t p o s i t i v e Growth Rate : 
"Most successful Entrepreneurs " - The most successful 
entrepreneurs age group !« 31 t o 40. They are 6 out of 
16 about 38% .Followed by the age group 41 t o 50, they 
a re 5 out of 16 about 31% .Whereas the entrepreneurs 
in t he Lower age group 20 t o 30 yrs are 4 out of 23 about 
17% .The entrepreneurs having age 51 and above are no 
more found in t h i s category. 
Category "B" In s ign i f i c an t P o s i t i v e Growth Rate : -
"Marginal Entrepreneurs"- Most of the entrepreneurs toe 
in - the age group of 41-50 y r s . Their number i s 10 
out of 16 about 62% followed by the age group of 20 t o 
30 y r s . They are 12 out of 23 about 52% where as the 
entrepreneurs in the age group 31 t o 40 are 8 out of 
16 about 50%. The lowest No. i s of t he entrepreneur in 
the age of 51 and above .They account 2 out of 5 about 
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Category "C" s ign i f i c an t Negative Growth Rate; 
"Unsuccessful Entrepreneurs" „ AS per the information 
ava i l ab le in t ab l e No.7 maximum No. of f a i l u r e s have 
taken place by t h e age group of 20 to 30 y r s . i . e . 7 out 
of 23 about 31%. Moreover^ the entrepreneurs having 
a t ta ined the age of above' 51^ are fur ther more than the 
age group of 20 to 30 y r s . They are 3 out of 5 about 60% 
Whereas the age group from 41 to 50 yrs i s l e a s t &. mini-
muni as far aa the failurcc; are conccrnod. Their No. i s one 
out of s ix teen about 6.25% fallov/cd by the age group of 
31 t o 40 y r s . They are 2 out of 16 but 12.50%. 
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OBJECTIVES OF ESTABLISHING BUSINESS OR FOOTWEAR MANUFACTURING 
UNITS AND GROWTH PATTERN : 
In this section of chapter an attempt has been made 
to examine the important rhotivational factors influencing 
the growth of the new entrepreneurial class to enter 
into manufacturing activity (Footwear business). 
The -following table shows that entrepreneurail motivation 
is a function of a matrix of inter locking various factors 
having varying degree of importance. It might be clarified 
in the very begining that factor- wise responses given in 
this study are not mutually exclusive with the result that 
some of the responses are based on a particular single 
Factor while other are inter locking in nature. The survey 
reveals that motivational factors narrated by the respon-
ding entrepreneurs fall under the following two 
categories-
Motivational Factors ; 
A- Internal Factors -
1. To earn profit and possess wealth 
2. Strong desire to do some independent job 
3. To engage family members along with himself 
4. To possess Social standing. 
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5. Technical knowledge in the r e l a t e d l i n e 
6. Business Experience i n the same l i n e 
7. Business Experience in the Un-related l i ne 
8. Manufacturing Experience in the same l i n e 
9. Manufacturing Exi^cricnce in the Un-related l i n e 
B, Environmental Factors ; -
1. F a c i l i t i e s by the govt . 
2. Assistance & Moral support 
by the Govt, u promotional Agencies. 
3. F inancia l helfj from non~Govt. sources 
4. Moral support from fattiily members & Friends 
5. Support from supp l i e r s of the c a p i t a l Machi;neries. 
Above s ta ted ob j ec t i ve s / f ac to r s motivating 
entrepreneurs t o launch a p ro j ec t in the Agra in the 
f i e l d of footwear industry ,have been marged toge ther for 
the purpose of eas iness and f ive broad ca t egor i e s have 
been formed^ other wise i t would have been very d i f f i c u l t 
t o cope with the s i t u a t i o n as a l l of these f ac to r s 
are very much c lose ly i n t e r r e l a t e d / i n t e r l i n k e d and 
i n t e r dependent .Following are some of the broad categor ies-
1. Earning of prd)fit 
2.Employment generat ion for others along with himself 
3.Social s e r v i c e . 
4. F a c i l i t i e s Provided by Govt. Sc o the r s , along with some 
moral support 
5. Other ob jec t ives . 
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In fact it looks that entrepreneurial performance 
of the footwear manufacturing units is closely ax^ directly 
linked with the setting of the objectives in advance. If 
the objective has been set in advance to earn the maximum 
profit then the business is more likely to meet the 
pre determined ~Ec set objectives e.g. earning maximum profit 
rathar than caring for meeting social obligations and emp -
loyment generation for the poor L Under privileged person^, 
•'sections o± the society/country. / c 
Category "A" s i g n i f i c a n t p o s i t i v e growth r a t e ; 
•'Most successful Entrepreneurs " - Out of the t o t a l 
15 u n i t s / en t repreneurs which showed/recorded s i g n i f i c a n t . 
P o s i t i v e growth r a t e , the maximum No, was of those who 
set t h e i r objec t ive as earning of profit»They are 9 out 
15 about 60% followed by these entrepreneurs who preferred 
t o be more employment concious r a t l i e r . t han any other 
ob jec t ives . They are 3 out of 15 about 20% whereas 2 out 
of 15 about 13.34% fi 1 out of 15 about 7% se t t h e i r objec t ives 
as meet ing/creat ing of se rv ices and other ob jec t ives , 
r e spec t i ve ly . Entrepreneurs having no objec t ives i n the 
category are not found. 
The maximum No. of entrepreneurs were having t h e i r 
bas ic objec t ive as earning /maximisation of p r o f i t ; 33 out 
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Of 60 about 55% , Out of these 33 entrepreneurs 9 were 
in the category of s i gn i f i c an t p o s i t i v e growth about 28%. 
3 entrepreneurs out of 11 about 27% se t t h e i r rmain 
objectivfc; as employment genera t ion , where as 2 out of 10 
about 20% were bent upon s o c i a l se rv ices followed by 1 out 
of 3/ 33% saying t h a t he has some other objec t ive of 
car ry ing a footwear bus ines s . 
Category "B" i n s i g n i f i c a n t p o s i t i v e Growth Rate i 
"Mariginal Entrepreneurs"- 18 Entrepreneurs out of 32about 56?: 
r ep l i ed regarding object ive of business as p r o f i t maximisa^ 
t i o n , these entrepreneurs are I I I rd l a rges t i n number 
18 out of 33 about 55% so far as growth p a t t e r n i s 
of 3 
concerned, while the l a r g e s t 2 out/67%ej3e those whose 
answer was t h a t they "don ' t have any objec t ive of s t a r t i n g a 
followed by thosevho r ep l i ed about ob jec t ive of business 
business, as soc ia l se rv ice they are 6 out of 10 about 60%, 
The Answer of 5 out of 11 (45%) was employment generat ion 
as the main object ive of the bus iness , one entrepreneurs out 
of 3 (33%) Ansv/ered, saying t h a t he J)as some other 
objec t ives of bus iness . 
Category "C" s ign i f i can t Negative Growth Rate t 
"Unsuccessful Entrepreneurs" - In t h i s category the 
Entrepreneurs , who rep l i ed t h a t t h e i r objec t ive of 
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business i s other " and "No" are2t>ut of 6 about 33% each 
followed by these whose main objec t ive was employment 
generat ion 3 out of 11 about 27% • 6 entrepreneurs out 
of 33 (18%) rep l i ed t h a t t h e i r business objec t ive iS 
of p r o f i t while 2 out of lO (20%) and t h a t t h e i r business j 
objec t ive i s "serving the soc i e ty" . 
Investment Group St Growth p a t t e r n t 
As a matter of f a c t , a v a i l a b i l i t y of funds i n f lu -
ences the working of a u n i t . Not only the day t o day 
problems are successful ly overcome, but the growth of 
u n i t s i s a l so f a c i l i t a t e d . The adequacy of f inances can 
not be l inked with a p a r t i c u l a r investment group but i t 
depends upon the sca le of opera t ions , -A small sca le un i t s may 
be run proper ly with much l e s s funds then required even t o 
get up a medium scale u n i t . The requirement of funds d i f f e r 
from uni t t o uni t and i t i s to be seen whether perfi&rraance 
i s r e l a t e d to a p a r t i c u l a r investment group or not . For 
the sake of s impl i c i ty the u n i t s were divided i n t o 3 
ca tegor ie s on the bas i s of i n i t i a l investments. Taking 
i n to cons idera t ion the y r . of s e t t i n g up, the investment 
were brought at the same leve l by using cu r ren t purchasing 
power method. The u n i t s with investments upto Rs, 10,00,000 
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were placed in low investment group, between Rs.lO lakh & 
20 lakhs in medium investment category and with i nves t -
ments of over Rs«20 lakhs in high investment l e v e l , 
24 u n i t s out of Total 60% organisa t ion studied 
40% are in lew investment group. 19 u n i t s (31.67%)^in 
medium investment category & r e s t of the 17 organisa t ions 
(28.33%) are in high investment l e v e l . 
Category "A" s i g n i f i c a n t Pos i t i ve Growth Rate ; 
"Most successful Entxepreneurs " - Out of t h e t o t a l u n i t s 
which showed s i g n i f i c a n t p o s i t i v e growth Rate, 7 about 
(47%) belong t o low investment group. 5 u n i t s out of 
15 (33,33%) are in the category of medium investment l eve l . 
VJhile r e s t of the 3 out of 15(20%) are in the category of 
high investment l e v e l . 
Category .."B" i n s i g n i f i c a n t p o s i t i v e growth Rate ; 
Marginal Entrepreneurs" - 32 u n i t s showed i n s i g n i f i c a n t 
p o s i t i v e growth i;rate >, . out of these organisation^ 15 
u n i t s about 48% are in low investment group, lO organis -
a t i o n (31.26?i) are in medium investment category while 
r e s t of the 7 organisa t ions (2l..8754>elong t o t he high inves t -
ment l eve l group. 
Category "C" s i g n i f i c a n t Negative Growth Rate ; 
Unsuccessful Entrepreneurs ; - In t h i s category/ out of 
the 13 t o t a l u n i t s only 2 (15?{) belong t o low investment 
group while 4 (30.76>&) are in medium investment category. 
Seven u n i t s / o r g , (53.8550are in the high investment 
ca tegory . 
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CHAPTER-IVth 
PROBLEM AREAS 
I n t r o d u c t i o n 
M a n a g e r i a l p r o b l e m s 
p r o b l e m s i n t h e a r e a of F i n a n c e 
P r o b l e m s i n t h e a r e a of p r o d u c t i o n 
p r o b l e m s i n t h e a r e a of M a r k e t i n g 
P r o b l e m s i n t h e a r e a of P e r s o n n e l 
O t h e r S p e c i f i c p r o b l e m s 
I n a d e q u a t e R e s e a r c h L Deve lopmen t 
S u b - s t a n d a r d s h o e c o s t s 
S m a l l s c a l e & C o t t a g e S e c t o r U n i t s 
h i t by G l o b a l G i a n t s 
I n c o n s i s t a n t g o v t , p o l i c i e s 
S a l e s Tax on F o o t w e a r 
M i s c e l l a n e o u s p r o b l e m s 
P r e - P o n d e r a n c e of s m a l l u n i t s 
E x c i s e Duty 
Mandi Samiti fee 
No Unionism 
Dependence on Import 
Foreign catalogue 
v;ater Supply & s a n i t a t i o n problems 
L-aok of Recognition 
Costly Raw Material 
Shortage of I n f r a s t r u c t u r a l f a c i l i t i e s 
Shortage of Training F a c i l i t e s 
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C H A P T E R - I V 
PROBLEM AREAS 
Agra has the oldest and largest footwear industry 
in the country, this industry has acquired a new signifi-
cance in the recent times. Leather footwear and different 
types of leather goods are required to meet the essential 
needs of the population of the State and the country. There 
is now very promising and large potential for export of these 
items from the country and state, because of this fact, 
leather industry has been identified by the Government as 
the thrust sector for exports. As in all sectors, remarkable 
modernisation has taken place in leather industry in the world, 
as compared to the international standards and also the 
progress made in some other part of the country, footwear 
industry in Uttar Pradesh /Agra is really languishing in 
its traditional and under developed form. Suffering from 
characteristics of wastage, inefficiency in production, 
low quality, narrowness in production base, absence of diver-
sification, absence of mechanisation, lack of trained workers, 
raw material problems, traditional management techniques, 
financial constraints, marketing problems etc. Moreover 
there are many problems which are faced in the field of 
S9 
personnel management and production management followed by 
some specific problems in the area of general management etc. 
Here/ an attempt has been made in the first part 
of this chapter to highlight some of the pressing problems 
being faced by the footwear industry in Agra, On the basis 
of the investigations made. These problem?have been observed. 
These problems have been dealt under the broad categories 
of production , finance , marketing , management techniques 
and other specific problems. 
A. Managerial problems 
Managerial problems are again of several types. 
These are discussed as follows : 
a.- Problems in the Area of Finance i 
It is observed that the entrepreneurs under the 
study are facing the acute financial problems. The financial 
needs of the small entreprenures may be broadly classified 
into the two categories. 
(1) Lonq~term financial Needs i 
(ii) Short-term or working capital needs i 
1 0 1 
I^ ong-term financial Needs : 
Long term financial needs of the small units / entrepre- .'\ 
neurs are met from the own resources of the entrepreneurs 
and through the loans provided by different financial insti-
tution (centre and state both) such as -
1. Pradeshiya Industrial & Investment corporation of U.P. 
Ltd., Lucknow (PIICUP ) , It renders multidimensional 
Assistance like under writing of the shares, terms loans, 
bridging loans. Interest free Sales tax loans, promo-
tional activities(technical guidance, plant location & 
Economical Procurement). 
2. U.P. State industrial development corporation Kanpur 
(U.P.S.I.D.C,), It arranges for the necessary infrast-
ructure facilities particularly acquisition of fland 
and its development into industrial areas, setting up 
joint sector project, equity particip ant.s,for the--
technical entrepreneur ship, under writing of shares, 
sanctions of bridging loans, etc. The U.P. S.I.D.C. 
is developing 30 acres land out of 46 acres for industrial 
complex in Mohan & Providing Assistance to other foot 
wear project in Agra. 
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3. U.P.Financial Corporation • i t grants terms Loans-, 
upto R5.15 laKhs for the proprltorship and Partnership 
& to. 60 lakhs in case of companies & cooperative 
societ ies & also working as an agent in schemes 
sponsored by the central and s ta te govt, applicable 
to backward Areas technical intrepreneurs or small 
scale industr ies such as capi ta l subsidy^ in te res t 
subsidy, generator sub sidy and margin money loan etc, 
4. U.P. Small industr ies corporation U . P A S , I . C . Kanpur ; 
I t a s s i s t s for the raw material requirements of small 
scale indust r ies . I t also pr(Ovides^ the marketing 
Assistance & hire purchase f a c i l i t i e s for procurement 
of plant & equipment, establishment of jo in t sector 
projects in backward Areas. 
5. U.P. Electronic corproation Ltd. UPECL; i t denotes 
i t s e l f for establishment & development of electronic 
industr ies both soft-ware Sc hardware in the s ta te . I t 
has already set up a number of projects in jo in t sector. 
6. U.P. Export Corporation Kanpur, UPEC : It provides 
various facilities & Assistance to entrepreneurs in 
03 
the export of their products e.g. Arrangement of the 
credit facilities, internal marketing, survey of 
foreign Export markets, etc. 
7. U.P, State textile corporation Kanpur U.P.3.T.C. ; It 
has already set up a series of spinning Mills in 
various distt, of U.P, for meeting the requirements 
of cotton yarn of the vital handloom sector, 
8. p.p. s. Brass wai^ e corporation Ltd. Mbd, yPSBC > It 
provides Assistance right from the level of the 
development to the marketing of products of brass 
work s. 
9. U.P.S. Cement Corporation Ltd. t^ .P. S. C.C.L. : It 
was incorporated in March 1972 and took <BW.Brthe ownership 
Si Mgmt, of govt, cement factories at Churk & Dalla. 
10. U.P. S. Mineral Development Corporation Ltd. Lucknow 
UPSMDCL__: It was §et up in 1974 to take out minerals 
from various mines and supply of minerals to industries. 
11. U.P.Handloom Corporation Kanpur UPHC ; It provides 
the assistance to handloom sector by necessary inputs 
of 
and also providing Marketing facilities^finished Products. 
1 
19. U.P. Khadl Gram-Uddyoq Board. UPKVTB : 
It provides many sorts of Assistance from Financial 
assistance to Physical Assistance and intrest free loan 
to 50 selected handicrafts industries. 
There are many other financial institution such as -
IDBI , RBI, SBI, Nationalised Banks, Cooperative Bank and 
Commercial Banks v/hich provide financial assistance to the 
it was observed that 
entrepreneures. During the investigation/the respondents 
are generally aware of the institutional financial facilities 
even 
in the state and/most of the entrepreneure hawe also avoided 
of the same because of the problems such as -
1. Dilatory & Combersome Procedure : 
During the investigation, it was observed that the 
entrepreneurs are uttarly dissatisfied with the workir^ of 
UPFC, UPSIC £c other agencies engaged in prornotion & 
development of small industries in the states. They allege 
that an intrepreneurs allujred by many facilities and incen-
tives provided by the govt,soon looses his enthusiasm and 
zeal when he observes the real working of these agencies. 
After preparing his feasiMiity Report when he approaches 
the agencies, he faces the problem due to cumbersome. 
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harassing and dilatory procedure at various stages-allotement 
of land, registration of land, completion of legal forma-
lities, disbursement of loan, power sanction, & Power 
connection , registration with DIG, Sales tax registration. 
Excise licence, allotment of raw materials quota, sanction 
of long term as well as working capital Loans and its 
disbursement, etc. 
All these deJ^yB operate one after tmother in a sequence 
e.g. the aj^plication for term loan j5an not be m<5rvedi till 
many loans are obtained t Margin money loans are not provi-
ded till the land is alloted &,' registered, legal formalities 
can not be completed till the sanction advice of loan is 
resumed from the financial institutions &. the unit has 
procured 10 to 12 certificates required by the financial 
institutions legal sanctions & so on. 
The entrepreneures opined that some of these delays 
are procedural and some others - are deliberate, where 
corruption plays a major role* The file is intenionally 
not moved until the palms of the concerned persons are 
greesed. According to most ofthe entrepreneurs all those 
formalities take from 6 to 8 months & many a time more 
1 
than this period to complete the promotional stage. It 
was informed that when a project get delayed, the scope 
for cost over run increases and the funds meant for the 
industry get depleted either on account of this personal 
with drawals during the periodo^ Owing to Pre-operative 
expenditure made in completing the above mentioned for-
malities. 
2. Harsh Recovery Procedure ; 
As per the agreement , the entpepreneures have to 
reply the first instalment of loan taken from UPFC & 
UPSIC after the expiry of the one yr. According to the 
respondents, this period is very inadequate because, normally 
a unit does not come at profit earning level with in this 
"short period. Therefore withdrawals to funds from the 
unit for repaying the loan instalment becomes a big 
problem to them. The recovery procedure of UPFC & U. P.SIC 
come in for sharp criticism. These bodies are armed with 
the powers to realise arrears like land revenue which is 
nothing short of torture to the entrepreneurs. The 
inttehtiohcof the govt, behind providing this power must 
have been to stop the unscrupulous units from devouring 
the public money .But even scrupulous, conscientious and 
running units are not spared by the lending agencies. 
The very purpose of financial help to the units IS thus 
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defeated. In many cases, due to the terms of agreement, 
the small entrepreneurs have no legal remedy for their rescue. 
The position may be clarified by a case. An entrepreneur 
took a loan from U.P.F.C, for purchasing a machine costing 
Rs. 2 lakh at the interest rate of 10% in 1979. The machine 
could be installed in 1980 because of the non-avallability 
of power before it. In spite of several constraints, the 
entrepreneur made payments of Rs.90,000 till 1983, The corpor-
ation then made a demand of Rs, 24 lakhs after imposing 18% com-
pound interest on the arrears, When entrepreneur could not 
make the payment in 1984, the corporation initiated- its reco-
very proceedings against the entrepreneur. As a result, the 
unit has become sick and later on closed. The unit now does 
not seem to have any legal remedy due to the terms of agree-
ment between the parties. 
some other entrepreneurs expressed the view that loan 
recovery procedure adopted by the lending institutions is not 
only repressive but also arbitrary, unfair and unjust. When 
such stringent methods of debt recovery are, rightly or wrongly, 
pursued, industrial growth gets throttled. It was reported 
that •soft loans* provided by such institutions are not only 
far from being •soft' but become, in due course, dengerous 
instruments to usurp even the faint flicker of hope of the 
1 
struggling but ambitious entrepreeeurs, 
3. Problems in Obtaining Loans from Banks : 
Financial problems experienced by a large number of 
entreprenurs are essentially in the area of working, capital. 
The working capital neecSs of the entrepreneurs in the State 
are met with the bank loans. It was observed that the 
entrepreneurs are needing relatively more amount of working 
capital in last few years due to unbriddled inflation causing 
spurt in the prices of raw materials, increase in the 
establisliment expenses, larger amount of bookT-debts, etc. 
In almost all the industry groups, many of the entrepreneurs 
had plans to expand or diversify their production, but these 
plans could not be materialised mainly due to dearth of wor-
king capital. The entrepreneurs alleged that commercial 
banks are still pursuing the traditional approach while 
financing the small units. Instead of visualising the viabi-
lity and profitability of the unit, the banks weigh on 
amount and quality of security offered against the loans. 
On the other hand, while consulting the bank authorities, 
they posed their own problems in financing the small units 
which include : inadequate information, improper maintenance 
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of accounts, higher debt equity ratio, legal complications, 
unsatisfactory working of the units, demand for working 
capital and loans to imburse the incurred expenditure, 
insufficient security, doubtful title of the assets offered 
as security, etc, 
4, High Interest Rates and Other Charges ^ -
The entrepreneur are of the view that after the nationa-
lisation, it was expected that priority sector would receive 
privileged treatment from the banks. But the hopes have been 
belied. During the course of investigation, the entrepreneurs 
have brought aboutmany malpractices in regard to the bank 
financing. For instance, one entrepreneur reported that he 
was sanctioned with a loan amounting to Rs. 10,000 for his unit. 
The bank accepted a deposit of Rs, 1,000 as 10 per cent margin 
money from the entrepreneur and the balance was debited 
to his loan account , but the same amount was credited in his 
saving bank account in order to show an increase in the 
bank deposits. The entrepreneur alleged that he was asked 
to fill up the form for drawing the money and that too with 
long delays and harassment. 
The entrepreneurs reported that the bank charge the 
interest at par with other general loans, which varies 
from 16 to 18 per cent. This high interest rate is proving 
to be very costly and burdensome for many of the small entre-
preneurs and is acting as a big damper particularly for the 
new entrepreneurs who are seeking a debut in the industrial' 
world. 
The entrepreneurs informed that besides charging high 
rate of interest on loans, banks also debit their accounts 
by many other charges sucV^  as godovin keeping charges, 
incidental charges and guarantee fees, etc. It was reported 
that banks are charging the guarantee fees despite the clear 
instruction of the Reserve Bahic of India for not charging 
the the same from small units. The exorbitant commission on h 
bank drafts and telegraphic transfers further add to their 
problems. 
5. Delay in Payments by Parent Units and the Government Department 
It was observed that one of the major problems faced 
by the small entrepreneurs is the delay in payments of their 
bills by the concerned parent units and the government or 
semigovernment departments. This causes the scarcity of wor-
king capital in the small units. Although , the problem 
of payment of the bills in respect of supplies of small 
units, particularly producing ancillary items, has been 
examined from time to time, no suitable arrangement have 
so far been worked out to ensure the speedy settlement 
of their claims. 
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Before few years^ the Reserve Bank of Ind ia has also 
intervened to solve t h i s problem. The Reserve Barik of Ind ia 
has asked the commercial banks to seek separate statements 
from the big companies regarding t h e i r dues to small u n i t s 
exceeding the period of 120 days. The ob jec t ive was to 
monitor the payments delays by big companies and take s teps 
in order to avoid the small u n i t s being deprived of t h e i r 
working funds for unduly long per iod. 
The small ent repreneurs repor ted t h a t the time l i m i t 
of 120 days i s not reasonable . Usually, a small entrepreneur 
s e l l s h i s goods on 15 to 30 days c r e d i t . But l a rge u n i t s 
u t i l i s e the c r e d i t for 90 to 120 days. The pos i t i on of pay-
ments i s i n no case b e t t e r regarding the supplied to the 
governiiient and send-government departments. The entrepreneurs 
are of the view t h a t the s t a t e Government should ma]<:e i t 
ob l iga tory on big u n i t s and the government departments to 
make the payments of small u n i t s within a per iod of 30 days, 
f a i l ing which they should be made to pay the penal i n t e r e s t 
at double tlie bank r a t e . 
6. Thin Equity Base i n t he ,Un i t s ; 
Thin equity base i s an important problem of the small 
u n i t s . The p o l i c i e s folldiwed by Central and s t a t e Governments 
make i t poss ib le for an entrepreneur t o s t a r t h i s venture 
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with oniy lO per cent of the total capital from fais own 
resources. Consequently, the ratio of equity to total 
debts in most of the small units varies from i: 4 to as 
low as 119. In many cases even these figures are misleading 
as the entrepreneurs bring their coital in the form of 
interest-bearing deposits, from friends and relatives and 
show them as their own venture capital. Pool equity base 
is very closely linked with the sickness in the small 
industry and is often both the cause and effect of it. Due 
to poor equity base, the units has to bear the crippling 
burden of too much of dept and the entrepreneur starts to 
worry for arranging the finance to pay the interest charges 
before the unit begins to earn profits and many a times 
even before the unit goes into production. As a result, a 
number of units never reach a profitable level in spite of 
the fact that the unit is viable and sound otherwise. 
Some times the weak equity base or in other words, in-
adequate stake of the entrepreneur acts as a disincentive. Ent-
repreneur is not very much worried about the viability and 
profitability of the concern. In red days, instead of making 
endeavours to come over the problems, he tries to withdraw 
his stake by resorting to various malpractices like manip-
ulating the accounts and selling of the assets, etc. 
Inadequacy of owned funds affects the working of an 
enterprise primarily in two ways. First it increases the 
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interest burden. Many , cases, the interest on borrowings is 
found to be considerably higher even tha^ n the average profit 
margin.' A unit having weak equity base generally has to resort 
to large borrowings often from the maHcet at a high rate of 
interest which results in further increase in the overheads. 
This raised the break even point. In other words, the level 
of operations at which it will generate profit becomes subst-
antially higher than before. 
The second effect of IJLack of equity is that it reduces 
the additional borrowing capacity of the industry. During the 
course of discussion, the entrepreneurs reported that many v.-
times, the bank norms regarding debt-equity ratio and margin 
requirements come in the way of getting the urgently needed 
credit limits. Ultimately, they have to borrow the loans from 
the indigenous bankers at high rate of interest. 
B. Production Problems 
1. Shortage of Raw Materials ; It has been noticed that 
shortage of Raw materials has created a serious situation 
for the entrepreneurs of footwear industry in Agra. The 
survey conducted by me reveals that the widening gap between 
the actual requirements and actual supplies of raw materials 
compelled many units to restrict their production. It has 
the 
resulted in colossal loss of out put as >. large % age of 
installed capacity of the units remained Idle. Small 
intrepreneurs are facing the problem of shortage of certain 
rav; materials which mainly include raw leather and 6ther 
leather products, necessary for footwear manufacture in 
Agra. 
They hold that the distributive machinery is only 
and mainly responsible and liable for this artifecial 
shortage. According to the entrepreneurs , almost all the 
raw materials are available in the market, but at exorbitant 
rates. The acting secretary of the Federation of associations 
of small scale industries of India FASII. Who was one of the 
respondents under the study, informed that the share of 
the U,P. state in the allotment of ' the basic raw materials 
is fixed arbitrarily with an Utter disregard of the 
capacity assessment. At present, small industries in the 
country are contributing about 45 % to the total industrial 
production of the country. But their share in the total 
allotment of raw material is only 10%. Surprisingly enough, •'-., 
the share of the U.P. is only 5% , about half of the share 
of the country. For example in 1982-83, 3.8. laJch tons 
of steel was allotted to the small industries in the 
country. Out of this/the share of U, P, was only 19000 tons. 
As against this even kerala was allotted 30,000 tons. The 
State needs at least i, 25 lakh tons of steel annually. 
Similarly as against a total requirement of 11 lakh tons 
of cement by the State it was allotted only 30,000 tons 
of cement in 198 2.83. Same is the case with the allotment of 
raw leather and other required leather components for the 
manufacturing of footwear in Agra. 
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The role of the large business houses who produce the 
basic raw materials for industry, also came in for criticism. 
The charge against them is that they created artificial 
scarcity of raw materials by not resorting to direct system 
of supply to the small sector. Instead,they released the 
major part of their produce in the market through their own 
distributors. This results in the small industries paying a 
premium and additional commission which naturally push the 
cost of production higher. 
The functioning of the canalising agencies such as the 
S.T.C, , M.M.T,C., S.A.I.L. and U.P.S.I.C., etc, is also not 
in the best interest of the small units. They are not supplying 
the items with required specifications. Materials with differen 
specifications which cannot be directly used for production^ 
are thrust on them. There has been a complaint agains these 
they 
bodies that/do not make their supplies available in a phased 
manner, but asked the units to lift that in a single lot which 
becomes very difficult for them without enough financial 
resources. On the other hand, at times^ in spite of depositing 
the money in advance, the units are unable to get the raw 
materials in time which results in the loss of the production 
and under utilisation of installed capacity. Most of the 
entrepreneurs charged the officials of U.P,S,I.C, for 
having indulged in corrupt practices in regard to the 
allotment of raw materials. They alleged that the small 
quan t i ty of raw mate r i a l s i s a l l o t t e d ' ' t o genuine and 
scrupulous entrepreneurs and huge.quant i ty i s a l l o t t e d to 
the dummy entrepreneurs who run t h e i r u n i t s only on 
papers. After ge t t i ng the raw mate r i a l s , the same i s reso ld 
in the ojjen marOcot a t high r a t e s with the connivance of the 
concerned o f f c i a l s . 
(2) Power Problem i 
Shortage of power supply I s another big problem for 
small ent repreneurs . For the l a s t many years , the power 
s i t u a t i o n in the Sta te has gone from bad to worse and several 
u n i t s in t h i s sector are facing hardship for t h e i r survival 
which i s Tesul t ing in mass lay offs and retrenchment of the 
labourers . In many cases , power i s supplied only for 4 
hours a day. The d i e se l generat ing s e t s i n s t a l l e d by c e r t a i n 
u n i t s a t an enormous cos t t o work as stand by are a lso 
lying i d l e because of non-aval l a b i l i t y of adequate d i e s e l -
o i l . Besides i t , the q u a l i t y of power supply t o i n d u s t r i e s 
in U.P. came in for sharp c r i t i c i s m because of frequent 
t r i pp ings , vol tage f l uc tua t i ons and load-sheddings. This 
not only i n t e r r u p t the production but a lso makes the 
c a l c u l a t i o n of e lectr ic-consumption u n r e a l i s t i c . The e n t r e -
preneurs have been cons tan t ly pleading to r e c t i f y such 
anomalous condi t ions but to no a v a i l . 
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The entrepreneurs expressed strong resentment 
against unpreceedented misadministration of the Uttar 
Pradesh State Electricity Board. They describe its policy 
as anti-industry and anti-exports. The entrepreneurs informed 
that U.P, S. E. B. levies minimum electric charges on the 
basis of Horse Power capacity of the instalHed machines 
despite its own failure to make regular and adequate power 
supply to the units. 
In recent years, it has become a practice of the 
Board to permit the industrial units to use electricity 
during the night hours. This has created labour unrest 
because the workers are not willing to work during night 
hours, most of them use to come from long distances and cannot 
run the risk of going back to their homes at night. This 
has resulted in further deterioration in respect to utilisation 
of installed capacity of the units. The fentrepreneurs also 
find themselves unable to adhere to their supply-schedules in 
time due to the power problem. 
According to the Director of Industries, Uttar 
Pradesh, the State is suffering a colossal loss of Rs. 100 
I 
crores a month in industrial production due to actite 
power shortage. The entrepreneurs over the years have 
felt shy of investing their capital in the state. The 
entrepreneurs opined that power situation is not likely 
to improve in coming few years due to low generation 
capacity of the hydel plants of the State, 
In order to get rid of the power problems faced by 
the small units, it is suggested that i 
1. The State Government should ensure an un-interrupted 
power supply for atleast 2o hours a day during the 
normal working hours of the industries. 
2. Instead of providing generator-sets subsidy to the small 
units, the State Government should establish a high power-
ed Generator set in main industrial areas and industrial 
estates ofthe state. 
3. The State Government should direct the Uttar Pradesh 
State Electricity Board to levy electric charges on 
actual consumption of the power and the present policy 
of levying minimum electric charges from small units 
should be discontinued. 
(3) Inferior Quality of the Products : 
It was observed that many of the products manufactured 
in the small units are not of standard quality. One of the 
119 
main reas^on.s: of t h i s i s the absence of provis ion for t e s t i ng 
and: procets-3 l o n t r o l equipments and ins t ruments . I t was 
reported tt.n.itt only S . I . S . I s provide t e s t i n g f a c i l i t i e s 
t o siTiall i^ sailcs in c e r t a i n product l i n e s . 
I t HIS suggested t h a t small u n i t s should be encouraged 
to take up development of prototypes and innovat ive production 
of t h e i r own In co l l abora t ion with the recognised i n s t i t u t i o n s 
i n t h e i r r s s p s c t i v e a reas . As the work wi l l e n t a i l time, 
energy a.si wjeAl as f inanc ia l resources , i t i s suggested 
t h a t the G.c«,''e,rnment through a S ta te leve l committee of 
t echn ica l ejwperts, may consider to provide an a s s i s t ance of 
50 per cent; oi:: the expenditure involved i n such task subject 
t o a niaxiirauri <^f Rs. 10,000 . 
4. More Su .^cllji of Inputs Ins tead of More subs id ies ; 
Du;a;i itj the course oi ourl i nves t i ga t i on , i t has 
been noticaL r;hat some of the entrepreneurs are excess ively 
depending inr-OEr the government help ins tead of standing on 
t h e i r own £et cfc. Though the bas ic r a t i o n a l e behind the 
provis ion wfc vnarious subs id ies and f a c i l i t i e s i s t o strengthen-
the positt«wrt Q-5 small u n i t s v i s - a - v i s l a rge u n i t s , but i t 
should be b*arr.a in mind t h a t the e n t e r p r i s e s are to be run 
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and developed by the initiative and ingenuity of the 
entrepreneurs themselves. The government; may provide 
protection and subsidies but it cannot bear the respon-
sibility for business management. Apart from it, these 
subsidies and incentives cannot be given for an indefinite 
time to come • It has been observed that the entrepreneurs 
are facing baffling problems regarding the adequate supply 
of raw materials, finance, electricity, etc. All this 
indicates that it is necessary to increase the supply rather 
than to provide the subsidies. It is, therefore, "suggested 
that in place of giving further subsidies, steps should be 
taken to replenish resources. 
5. Production subsidy in place of Multiple subsidies and 
concessions : 
At present, a number of concessions and subsidies 
are available for the promotion of small units in the State. 
Naturally it becomes difficult to administer a whole range 
of concessions and subsidies with vastly varying contents 
and operational systems. Apart from this, it has been 
observed that there is a considerable lack of information 
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on the p a r t of f i e l d staff , corporat ions mndJ the en t repre -
nerurs themselves who have t o avai l of trvejsts f a c i l i t i e s . 
Due t o d i f f e ren t implementing agencies fo.r d i f f e ren t 
subsidies and concession, i t i s almost inrpiotsssible t o form 
a package of a s s i s t ances for the conven.i.esn*c:te and f u l l e r 
benef i t of the ent repreneurs . 
Our survey r evea l s t h a t many of ttr-iejse incen t ives and 
subs id ies have remained on paper -wltlhoaH being passed on t o 
the ent repreneurs . In view of th is^ thsr-ae i s a neede for 
d r a s t i c a l r ev i s ion of the procedures If'Kir' the exis t ing 
subs id ies and concessions. I t i s sugges±e«3] t h a t ins tead of 
giving a number of subs id ies and t h e i r ao/r in is t ra t ion by 
d i f f e r en t agencies, only one subsidy gda&:c a t reducing the 
cos t of production should be given, bfo caoL.bt, in the admini-
s t r a t i o n of production subsidy, the gO"v»ee:ri!cment wi l l have t o 
r e l y on the v e r i f i c a t i o n of production D))i/ the f i e ld o f f i c e r s . 
The v e r i f i c a t i o n of production could b«ej cone from the 
sa les tax records or from purchase reco»r:td.s of raw mate r i a l s 
or from power consumed. 
The proposed subsidy wi l l defi iri! Cely provide r e l i e f 
to the entrepreneurs and, t he r e fo re , i'.ci:: achieving t h i s 
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objective/ the Government will have to conipromise between 
the difficult procedure and non utilisation of Assistance 
and the simplification of the machanism for easy flow of 
Assistances in the interest of Faster industrial development 
and related economic benefits to the small entrepreneurs, of 
Footwear Industry in Agra. 
6.Technology : 
The leather goods have good market (both domestic 
and International. Unless we are able to improve labour 
productivity by better productlng methods and achieve better 
quality, it will be very difficult for us to survive in 
highly competitive international as well as domestic market. 
Therefore, quick modernisation of the industry is the 
crying need. 
As in all other sectors of our life, remarkable 
modernisation has taken place in leather industry in the 
world. Compared to international standard and also • the 
progress and modernisation taken place in some other parts 
of the country, leather industry in U,P. is really languishing 
in its traditional and undeveloped form. 
Most of the Uttar Pradesh* s production take., place 
in unorganized sector with traditional techniques & methods 
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(where some units have improved their methods of production 
by foreign collaboration) resulting in sub-standard quality 
of product, lower labour productivity. To improve the 
quality and to raise labour productivity, new technology 
both in tanning and leather goods manufacturing has to be 
introduced. 
Introduction of new technology and upgradatlon of 
existing technology required huge capital investment, where 
as, small and cottage sector units have acute> shortage of 
finance, and they are not in a position to invest their own 
capital. Considering the growing competition fipom south 
states and the foreign buyers need,there is urgent need 
to introduce new technology and improve the technology in 
process. In this context perhaps creation of a special fund 
to advance resources to small and cottage units at low rate 
of interest and partly as grants for enabling speedy modem-
i sation deserves to be considered. 
Apart from this keeping in view the seriousness of 
the situation, it becomes necessary that the, Uttar Pradesh 
leather Development and Marketing Corporation (UPLDMC). 
Bharat Leather Development Corporation (BLC) Uttar Pradesh 
small Industries Development Corporation (UPSIDC), and 
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Industrial Development Bank of India (IDBI) etc. should 
come forward and provide necessary assistance so that these u;j. 
units equip them with latest technology, and make them-
selves to face the challenges of Modern era. 
7, Lack of Technical qualified personnel t 
Hitherto production has taken place in small 
scale and cottage units largely, which are managed by 
artislans. The use of machines has been peripheral. With 
the emergence of modern sector there is a growing need 
for technical qualified personnel in the industry. Today 
there is an acute: shortage of such personnel. We have a 
handful of institutes in the state to provide training but 
these have been found to be lacking both in terms of intake 
of trainees and in terms of quality. How do we augment 
availability of trained manpower to the industry? It is 
a matter to be solved with greater urgency and purpose-
fulness. 
A programme of action in this context may be evolved 
with the help of central leather research institute and All 
India CouDcil of Technical Education. 
8. Low Productivity t 
t Agra Footwear - • industry is also charact-
erised by low productivity, footwear and other leather 
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goods manufacturing is very low compared to International 
and even National standards. 
The main causes of low productivity in U.P.'s 
leather and leather products manufacturing units are, 
absence of mechanisation, traditional production methods, 
obsolete tools and machinery, operational defects of 
Machines and tools , powerfallure* irregular power supply, 
lack of skilled and trained hands. Negligence and carelessness, 
working conditions are not conduoive to work, poor lighting 
at work places, poor ventilation of spaces, lack of measures 
for dust and fume control,lack of sanitary and safety 
measures which tend to en danger the health of the workmen 
and curb their rate of productivity. Most of the units are 
conditions 
not even having sufficient working-for the various product-
ive operations and functioning in conditions of unhealthy 
squalor (in rented premises, that too mostly in congested 
residential areas) resulting, in. lower'industrial pro^ uctifivity. 
Hence , it is clear from the above discussion that 
the main cause of low labour productivity is out dated 
production methods. Quick modernisation of the industry 
is therefore a crying need, it may not be an exaggeration 
126 
to say that modernisation is essential for our survival 
in the International and National markets unless we 
are able to improve productivity of our1labour by better 
production methods and achieve better quality, it will 
be very difficult for us to increase our exports and dom-
estic earnings, 
9.Under Utilisation of Production Capacity : 
Most of the Uttar Pradesh's leather tanning and 
leather products manufacturing units are facing the 
problems of under utilisation of their installed capa-
city, the main victims of such problems is footwear Industry 
of Agra, 
The major constraints in fully utilizing the 
installed capacity are as follows : 
(a) The most Important reason for under utilisation 
of capacity or idle capacity, being the 
inadequate finance for working capital. 
In small and cottage leather and leather products 
manufacturing units working capital is relatively more 
important than the fixed capital and, therefore, the 
operating expenses are more Important than initial outlays 
in the setting of their units. 
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(b) Unavailability of quality raw material, in 
adequate quantity, at reasonable prices, at the 
right time, in the open market, is another major 
constraint for full utilisation of installed capacity. 
(c) Absence of mechanisation, traditional methods 
of production, obsolete requirements (Machine tools), 
breakdown, power failure, irregular power supply, 
untrained or semi-trained hands. Negligence and 
carelessness etc. are some of the other problem which 
ing 
are stand,in the way of utilising the installed 
capacity to maximum extent. 
If we want that our units use Installed production 
opacity to maximum extent then we must provide them 
adequate finance which in result will enable -^ them 
to overcome from the grip of above mentioned problems 
to a great extent. 
C. Marketing Problems i 
During the course of toy study, it has been 
observed that the entrepreneurs are facing a number 
of difficulties in marketing their products. The 
small units on account of their localised nature. 
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Limited sphare of activities & financial resources do not 
have adapted modern Marketing techniques and are unable to 
employ the personnel having adequate experience & knowledge 
in the marketing field. It has been found that the entre-
preneurs, in general, do not possess adequate &. uptodate 
market information. Consequently, not only are they ignorant 
of competitive position, consumer choices and proper 
Markets for their products but are also often deprived of 
their normal profit. They mainly depend on middlemen in 
tielling their goods ond exploring the markets for their 
products. This is not advantageous to the small units owner 
since that the larger share of profits goes to them. It has 
also been found that the facilities for market research are 
very inadequate. The entrepreneurs cannot employ experts 
and competent consultants due to the exorb'itant cost 
and absence of suitable established machinery to conduct 
market research on their behalf. 
Lack of standardisation, absence of trade or brand 
name and lack of contacts with present and potential 
customers within and outside the country are some other 
problems faced by the small entrepreneurs in marketing 
their products. It was reported that 'brand conscioiisness' 
of the customers is a big hurdle ire marketing the goods 
produced in small sector. 
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Realising the fact that small units have weak competitive 
strength to withstand competition from large units, the 
government has taken a number of measures to assist them. 
Main of these are : 
(a) reservation of 40 items for exclusive purchase 
from small units. 
(b) provision of price preference of lO per cent, in 
addition to 5 per cent price preference by the U.P, 
State Government, on the goods produced by small 
units. 
(c) Free marketing consultancy and training facility 
to entrepreneurs through S.I.S.Is. 
It is very painful to mention that above mentioned facil-
ities have not been generally granted to the entrepreneurs 
under study or they could not avail of these facilities due 
to one reason or the other. Only 2 entrepreneurs reported 
to have got price preference benefits. The share of amall 
industries products in the total government purchase has 
not been significant. The respondent reported that whatever 
supplies they have made to the government departments, it r, 
was the result of their personal efforts and contacts with the 
concerned officials and not due to the supportive system of the 
Government. It was stated that government departments gene-
rally do not show a preferred treatment to the small sector 
in placing ord.ers. 
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SO far as marketing consultancy and training facilities 
are concerned, the entrepreneurs, in general, have not availed 
of these too. According to them , the personnel, who provide 
consultancy and training, themselves are not exposed to 
practical problems of marketing. They provide general theoretic-, 
cal guidelines relating to the aubject which hardly solve 
their problems. This needs a serious attention on the part of 
the government. Adequate efforts have to be made to strengthen 
the marketing consultancy services by appointing right type 
of persons and involving more institutions so as to enable 
the small entrepreneurs to enjoy the facility without any 
difficulty. The need for developing small industry consultants 
is both urgent and great. Suitable type of consultants should 
be trained and developed as a part of the industrialisation 
programme. These consultants should be such as would 
build up the confidence of the entrepreneurs and should, 
therefore, be practical in approach. It is suggested that 
marketing training and the need for marketing expertise 
should be stressed from the initial stages of establishment 
of an industrial unit. 
The sub-contracting exchange system introduced in 
India is supposed to provide useful service to small units 
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in marketing their products. According toe this system, 
the capable small units which are willing to work as ancill«'x.5 
aries are registered by the exchange and as and when 
any demand comes from a large units, it is introduced to 
the registered small units. But surprisingly, none of the 
entrepreneurs reported to have acquainted with such the 
exchanges in the State, what to mention about the facilities 
received by the .entrepreneurs of footwear industry of Agra. 
^» PROBLEMS IN THE AREA- OF PERSONNEL t 
1 - W<^ ge Payments System : 
Wage Payments system is regarded as a positive instr -
ument to attain the objectives of the sound employment 
relationships. Poor/ slipshed wage policies many times 
result in employees dissatisfaction,Grivances, high M^our 
turnover, high labour cost/ low productivity, low profits, 
and strained employee employer relationships. 
In the units under study, almost all of the entrepre-
neurs reported that they fully comply with the Provisions 
of minimum wages Act, Factory Act etc. The wage rates are 
normally higher than those given in the minimum wages Act. 
It was reported that wage rates are determined on the basis 
of the demand and supply of labour in the market and the 
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rates and sales offered by other units in the area, work 
experience of the labours , etc. 
Almost in all the units under study wages are paid, 
more on contractual basis and monthly bails , with the exce-
ption of some units where daily wage system is prevelent. 
None of the units under study has adopted any incentive 
wage system in a systematic andscLentlfic way. The entre-
preneurs reported that though a well conci^yed incentive 
plan would no doubt increase the productivity of the labour, 
but it is not possible for them to spare time to assess 
the work effed^ncy of the workers and .levolve a suitable 
wage system accordingly. This job needs some personnel 
having expertise knowledge in job analysis, job evaluation' 
as well as the perference of the employee etc. which they 
normally can not afiford. However in some cases, it was 
observed that the entrepreneurs provide some monetary and 
non monitary incentives in order to boost up the 
morale of the workers. For example, some entrepreneures 
give prize every year to the best worker of the Factoyr 
on "May Day " (May Divas, 1st May ) Adhoc rise in the 
wage rates, adoption of lenient views in granting 
leaves , proper placement of workers accordii^ to their 
skills and aptitudes, according due weight age to employees' 
opinions and recommendations regarding recruitment of 
new incumbents are some other kinds of the incentives which 
effeeient 
are often given to the •"V^ ''^ -^ '-'workers of the units. 
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2, Employer- employee Relations; 
Due to the relatively small sizes of the units, it is 
possible .For the entrepreneurs to maintain in formal rela-
tions with their workers. In most of the units,grievances 
and complaints of the workers are redressed on mutual basis. 
The in formal employee'cmployer relations go a long way in 
solving many labour problems. 
Neverthless, 5 units have in formed that they faced 
labour strikes in their units. Incldentlally, all of these 
units are located in the industrial estates. Of these 5 
units, 3 units witnessedcthe strikes because of the organi-
sed trade union leaders of the area to press their demands 
for increase in wages rates £i D.iv rates, strike in 
one unit was organised by workers in support of the striking 
employees of the other concerned in the area. Strike in one 
unit was held to press the entrepreneurs to reinstate 
a terminated employee. Duration of these employees' strikes 
varied from one days to five days. APart from these strikes 
no other untoward incidents have been reported by the 
entrepreneur or respondents. 
3. work Environment in the Units i 
The effenciency of the workers is directly or indir-
ectly affected by the condition under which they are required 
to do their work. Even the most concenclous worker can not 
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do his best work if he is even least bhGOmfoEtable , 
whether he is concious of the discomfort or not • If 
the light under which he works is inadequate , both 
quantity and quality of his work would get degraded. The 
distraction and fatigue caused by noise are very real 
and to a certain extent measurable as well as preventable» 
my survey reveals that the units located in the industrial 
estates and industrial areas are generally well constructed 
and proper lighting, ventilation and sanitation have 
been provided therein, but some of the units located 
outside the industrial estates and industrial areas are 
very old and it was observed that there has been an 
utter disregard to the provisions of the Factory Act, 
19 48. Particularly 2 unit located at Agra leave much 
to be desired in this respect. It has been observed that 
the workers have to do work in cramped space, in a ill-ligh-
ted and ill-ventilated buildings. There is no provision 
of cool water in summer. 
The entrepreneurs of these units should take care 
of poor working conditions of the units and effective 
measures^.should be taken to make proper arrangement of 
lighting, drinking water, ventilation and sanitation. 
They should appreciate the need of providing welfare 
measures and other amenities to the workers. This would 
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go a long way in increasing the productivity of 
labour. 
Labour Problems in the Units : 
During the course of the survey, it has been 
observed that the entrepreneurs are facing various 
labour problems in their units. It has been found 
that many of the entrepreneurs are not well acquainted 
with the techniques as how to recruit, develop,utilise, 
evaluate and retain the right number and types of 
workers. The labour welfare activities for employees 
are found to be inadequate. There is no system of proper 
training to develop the efficiency of the employed 
workers. Whatever training they get, it is through on-
the-job" working in the units and guidance by senior 
workers. The financial position and size of the units 
usually do not permit a small unit to impart any 
training to the workers. The entrepreneurs further 
reported that there is no guarantee that a worker, 
after getting training on the expenses of the unit^would 
not starte demanding more wages or leave the unit only 
because he is now trained. 
It has also been observed that the entrepreneurs, 
in general, have the tendency to avoid even the genuine 
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demands and problems of the workers unless some external 
tremendous pressure is brought upon, when trade union 
leaders and political bosses come up to organise the 
strikes or other undesirable things ; their demands are 
ultimately conceded. There is an urgent need to give up 
this style of dealing with personnel problems. The entre-
preneurs themselves should develop a forewarning system 
and timely decisions should be taken in order to avoid the 
avoidable losses of mandays. 
workers?; participation in management of the surveyed 
units, is found conspicuous by its absence. 
E. Absence of Modern Management Techniques : 
It is imperative for state's small and cottage, leather 
and leather products manufacturing units to follow modern 
management techniques as quality and quantity can be ensured 
only by employing modern management techniques. 
Quality and quantity are equally important for the 
leather and leather goods industry as it Is export orienfe 
ted industry. The exports are increasing and there is 
tremendous scope for its further increase (besides this 
domestic demand is also rapidly Increasing as more urban-
is 
isatioiy t^ aking place and standard of living of people is 
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increasing. It is necessary that certain aspects of management 
must be taken as fundamental and whatever costs^must be 
done without and second thought. This will help to achieve 
better production levels and cost reduction. 
For better quality and reduced cost of production 
it is essential to havei 
(i) Production planning and control 
(ii) Quality control 
(iii) Cost control 
(iv) Material planning and control 
(v) Management by objectives 
(vi) PERT 
(vii) participative Management 
(viii) Collective Bargaining 
The small scale units should follow proper inventory 
and material equipment plans and take effective cost con-
trol measures to minimise production costs. The productivity 
can be greatly increased by doing production planning 
and control, implementing production linked incentives 
schemes and structuring the management information system. 
The main reason for the absence of modern management 
techniques in the state's leather and leather products 
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manufacturing u n i t s , i s the lack of resources and exper t i se 
to follow these techniques. Such u n i t s , can be helped by 
Uttar Pradesh l e a the r Development and Marketing corporat ion 
(UPLDMC), Bharat Leather Corporation (BLC), Bharat iya Charam 
Udoyeg Sangh Agra, Khadi Gramodyog Bhavan & Bhandars e t c . 
Other spec i f ic Problems : 
I - Indust ry Wise i 
Footwear 
Apart from decentralised production scarcity of quality 
raw material, absence of mechanisation , lack of technical 
manpower, the other pressing problems which footwear 
industry is facing are as follows :-
1, Inadequate Research & Development: Indequate 
research and development is another problem of the 
leather footwear industry. At present, most of the 
state units confine themselves to coping designs 
either from ctalogues or samples procured from 
overseas buyers. The buyers not only want good 
quality footwear at the same time they also want 
new designs, in such circumstances the need for 
effecting significant changes in design and develo-
pment Cannot be over emphasised, some design and 
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development f a c i l i t i e s are , however, ava i lab le 
with the Sta te Training Corporation(Agra) and 
Export promotion counci l for Leather Manufactures 
(Kanpur) • These are inadequate, with a view to 
making a r e a l breakthrough i n the export of l e a the r 
footwear, i t would be necessary to c r ea t e R & D 
f a c i l i t i e s in the S ta t e . The r ecen t ly es tab l i shed 
Footwear Design Development I n s t i t u t e at NOIDA i s , 
however, expected to f i l l t h i s gap. 
2. Sub-standard Shoe Las ts : Sub-standard q u a l i t y of 
shoe l a s t s i s another problem. Due to huge loca l 
demand and lack of qua l i t y consciousness, most of 
the small and co t tage sector u n i t s use hand-made 
wooden l a s t s which are inaccura te and cause wide 
v a r i a t i o n s in the u l t imate measurement of the 
product. As a r e s u l t of t h i s , a number of manufac-
t u r e r s f ind i t extremely d i f f i c u l t to s e l l t h e i r 
products in t he export and domestic market. The 
pos i t ion can however, be improved by the use of 
machine-made and p l a s t i c l a s t s which are s l i g h t l y 
c o s t l y . For tunate ly , both the types of l a s t s 
are ava i lab le i n t he country. Besides, import 
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of synthetic lasts is allowed under OGL reduced 
customs duty. 
3. Small and Cottage Sector units hit by global giants 
and domestic big Industrial house: Small Scale and 
cottage sector footwear manufacturing units have 
voiced their concern over the recent influx of 
international footwear giants, namely, puma, adidas 
and Lotto,and the entry of some big industrial 
giants like Hindustan Lever, Larsen & Tourbo and 
Tatas, in the footwear field which is affecting 
their doniistic sales^ And in the long run they 
could a serious threat for their survival. 
4, Inconsistencies in the Government Policies jVarious 
Government Policies provides protection to leather 
footwear industry and reserving the low price 
domestic segment for the small scale sector. But 
in practice while government wants to promote 
leather footwear industry in small scale sector it 
has closed its operations in the growth sector 
and wants it to compete in the declining markets 
(low price, low quality domestic footwear segment). 
1 4 1 
While govt, like the small scale sectors to produce 
high quality shoes, when in practice it offers 
incentives for low priced low quality shoes. While 
denying concessions to the footwear manufacturers in 
the non-leather footwear segment it is promoting 
non-leather footwear production in small scale units 
in locations away from the footwear production 
centreii in Ayra, 
5. Sales tax on Footwears : Now-a-days the footwears 
has become basic need of the person in the society, 
without it a person cannot go out any where. The 
footwear trade have been severely affected by the 
sales tax policy of U.P, Government and gradually 
it is moving out of U.P. Where as in neighbouring 
states Madhya Pradesh and Rajasthan, sales tax has 
been exempted upto the sale of a shoes, chappal, 
sandal of Rs. 50/- and Rs. 20/- respectively. 
In U.P. the footwear industry have been badly aff-
ected due to high infiltration of footwear from neighbourinc 
states. The U.P, Government has given no heed for this 
problem. 
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In the end, it will be of great benefit for the 
footwear traders if the U,P. Govt, may give some relaxa-
tion in the sales tax. In this way the footwear industry 
will be highly benefitted, which is gradually moving out of 
the state. 
II- Miscellaneous : 
!• Pre-Ponderance of small units : 
Thefootvear industry in Agra is largely confined to 
household, cottage and small scale industries, A 
considerable part of the demand for leather, and 
its products are being rn^t from cottage and small 
scale sectors. This accounts for nearly 90 per cent 
of the total leather and leather goods production. 
Most of the problems of leather industry in Agra 
arise from its being small in size. These units 
suffers from various constraints particularly, 
financial and managerial. Quite often these units 
are perpetually in the hold of wholesellers and 
other middlemen who swallow a large chunk of pro-
fits leaving the producers at the lower level with 
gigh and dry. 
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2. Excise Duty : 
State small and cottage sector leather and leather 
goods units, complain that they were charged the 
same excise duty as the large manufacturers. They 
further said that this is a rigid policy and the 
Government should charge excise keeping in view 
the size of units. 
3. Sales Tax on Footwear : 
Weatherboard, manufacturing is a waste utilisation 
industry which recycles the waste leather material 
for the purpose of making cheep leather footwear etc. 
Since leather board is clubbed under the heading 
"Leather Materials" it is charged li% sales tax. 
Since it is a waste utilisation industry, it needs 
encouragement and in no case should it be charged 
Sales Tax more than that of leather i.e. 4.0% 
The sales tax Deptt, may be requested to reduce the 
sales tax rates on leather board to 4.04%. 
4. Mandi Samiti Fee on hides and Skins & Finished Leather; 
The State Government under the U.P. Krishi Utpadan 
Mandi Adhiniyam levies mandi Samiti Fee on hides/skins 
and finished leather. This is done because leather is 
lU 
classified as "Agricultural produce" under the Mandi 
Samiti Act. The tanneries have been representing that 
finished leather is not an agricultural peoduce • CLRI 
is also of the view that it is incorrect to classify finis-
hed leathers as agricultural produce for taxation purposes. 
The tanneries have further represented that no other 
state in the country impose mandi Saxniti Fee on finished 
leather, and therefore, the manufacturers of finished leathe 
of U.P. are at a disadvantage as compared to other leather 
manufacturing states. They have further represented that 
Mandi Tax is charged on raw hides and skins, charging it 
again at other stages leads to multiple incidence of 
taxation. The matter needs to be taken up in the 
Agriculture Department. 
5. State Corporations t 
Although a number of state and central corporations 
have come up in the state to look after the development 
work relating to leather and leather products, a large 
chunk of the manufacturing units still remain outside 
the purview of their assistance. Not only this, some 
of the units operating with in their fold are not 
getting adequate support in terms of technical know-how 
and other facilities. It is however, understood that 
m 
such difficulties arise mainly because of a-Jack of technical 
staff and funds for implementing various schemes. With 
a view to strenthening the production base and generating 
large exports of leather footwear c<bmponents and other 
leather products from the State, the financial strength of 
these corporations needs to be imporved. 
Some other Problemst 
(1) Absence of Unio.nism among Manufacturers , wholesalers 
& others/ engaged in footwear industry in Agra. 
(2) Dependence on Imported Machinery L other Equipments t 
required for footwear Industry in Aqra» 
(3) Dependence on Foreign Countries for designing footwear 
catalogue. 
(4) Lack of adequate transportation facilities . 
(5) Lack of Adequate water supply & sanitation facilities. 
(6) Absence of Recognisation by Govt, to Agra as a Leather 
City . 
(7) Neglecting Attitude of Govt, and other People* s repres-
entatives such as M. P. *s and M.L. A's, for the develop-
ment of Agra and its Footwear Industry. 
(8) Weak financial position of different central and state 
Corporations established for Assisting Footwear Industry 
in Agra. 
(9) Tremendous Increase in prices of leather and other 
leather products used for footwear manufacturing pur-
pose. 
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(10) Lack Of other Infrastructure Facilities required for 
effective,effeclent and profitable functioning of 
footwearIndustry In Agra. 
(11) Lack of adequate and required training facilities 
to workers ^nd others employeed In Footwear Industry 
In Aqra» 
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C H A P T E R - V 
SUMMAHY OF FINDINGS, CONCLUSIONS^ 
SUGGESTIONS 
Entrepreneurial development is a complex Phenomenon, 
productive activity undertaken by him and constant /cons-
istent endeavour /urge to sustain and improve it, are the 
outward expression of this process of development of his 
personality. Such process is crystalisation of social milieu 
from which he comes/ faniily background/imbibes, makeup of his 
mind, personal attitudes, caste system , educational levels 
parental occupation and 30 on. The present study has been 
conducted to evaluate the role of entrepreneurship in small 
scale sector with special reference to footwear Industry of 
Agra. The main objectives of the study have been to under-
stand the socio- economic , geographic and parental background 
of entrepreneurs, important motivational factors, the quality 
of their performance and their problems in running the 
enterprises effil^ ciently, effectively and profitably. Another 
important purpose /objective of this research has been to 
understand the intrepreneurial process to enable the state 
to formulate policies for generation of new entrepreneureship. 
As we are now in the process of concluding our dissertation 
/thesis , we must present a resume of the discussion we have 
had so far , The present study /research was conducted on 
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100 Footwear manufacturing organisation.out of which only 
60 entrepreneurs responded. These concern /establishment were 
incepted between 1st Jan. 1980 to 3lst Decl98l^ a period of 
two years/ and include alsmost all types of organisation e.g.s 
sole proprietorship, partnership with family members, partnership 
with outsiders , joint stock companies both private Ltd.and 
non government public Ltd, companies and cooperative Ltd, 
societies etc. In the present investigation/ research , the 
entrepreneurial performance has been judged in ternteof growth 
in some financial and non financial indicators. 
1. Entrepreneur and the Form of Ownership /Organization : 
ift- The most prevalent form of ovmership / organisation 
in the units under the investigation/ research are sole 
proprietorship concerns. 25 Units out of total 60 units • 
about 42% have been constituted in the private proprietorship 
Follov/ed by Private Partnership with partners other than 
family members. These types of organisations are 14 units out 
of total 60 units about 24% . The third types of organisa-
tion are private partnership with the partners of family 
members. They^ are 10 units out of total 60 units about 17?^ . 
Private Ltd, companies are fourth in Number, These are seven 
units out of total sixty units about 129^  only, followed 
by non Govt, Public Ltd, Companies which are only 4 units 
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out of total 60 units about 7%, Cooperative socieities Ltd. 
Co. are not practically found. It is very much evident 
from the table No. l that form of organization has a direct 
bearing on entrepreneurial performance . 15 units which 
registered significant positive growth rate, include 
6 unlLa ( 40'X) with the form of ownership as sole 
proprietorship . The reason and. cause being that in case 
of sole proprietorship the owner of business or the entrepre-
neur himself supervises a^ linost all of the functions of 
management., personally. The degree of loyalty and responsi-
bility is also found high in case ot sole proprietorship 
form of organization. Family partnership and partnership 
with outsiders both have 6 units, 3 each in this category 
of significant positive growth rate. Share being 20% of 
each. Private Ltd, Co. & Non Govt. Public Ltd, Co* s share 
is 13. 34%& 6.66%respectively, Share of these types of organi-
sation is lesser perhpas because of indirect control ov.er the 
affairs of the business and lack of sense of responsibility 
and loyalty. In case of the marginal entrepreneurs, the % 
age of sole proprietorship organisation is also highest i.e. 
41 % followed by private Partnership and Family partnership 
25 and 16% respectively. Private Ltd. companies and 
non government Public Limited companies are lesser in number 
Si % age comi^aratively. 
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Conclusions : 
f ^ fha reason seems to be the same as 
has been discussed already . Another Interesting and surpri-
sing development Is that % age of failure entrepreneurs 
Is yet high who have sole proprietorship and partnership Form 
of Organizations i.e. 46% & 23% respectively. Private Ltd. 
Co, & non Government Public Ltd. Co, are still lesser in no, 
and % age both,perhaps because these are handled and managed 
by Managers who are neither so loyal/responsible nor so lazy 
and Inefficient, Moreover they perhaps believe in long term 
gains / losses and are £ac sighted and hence have acted 
accordingly. These managers are hired,, they are not so inclined 
towards extra ordinary performance of their organisation. 
They believe in marginal profit /return on investment in long 
abort 
run rather than huge profit in run only, 
2« Entrepreneur and his previous Occupational background ; 
As per the information contained in table No, 2 .The 
entrepreneurs before undertaking a venture in footwear 
business / industry, were engaged in a Number of jobs 
such as governiK nt service, private services, studentship 
Agriculture , Real estate owners and other businesses. In 
fact,some of them were unemployed also. Though in a very 
least Number but professionals e.g, I*<awyers, Doctors , 
Chartered Accountant , Company secretaries, cost/-work accoun-
tant , Engineer and Managers etc, too were found in Practice 
of their profession. Out of Total 60 units /organisation under 
investigation, 5 entrepreneurs 8, 33 % have professional back-
ground , 5 Govt, service , 13 entrepreneurs 22J6 private services 
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10 Entrepreneurs 11% studentship, 6 entreprenurs 10% other 
business/ 5 entrepreneurs 8% Agriculture, Unemployed and 
and Real estate owner both, were 8 each (13%), 
15 organisation which recorded significant positive 
growth rate, 5 (40%) 3 each belong to private servicemen and 
students,- followed by unemployment„.^ „.real estate owner and 
other businessmen who hold 2 unit each 40% , while profe-
usJonal , Govt, Serviceman and Agricultural hold only 3 organ-
iuatJons 20% , one each, 32 units which showed insignificant 
positive growth rate, 8 (25%) & 6(19%) belong to the same 
category of entrepreneurs who showed best performance in the 
1st group. These are private service and students followed 
by professionals, 9% , Government service 9% , and other 
businessmen 9% and other unemployed also 9% who hold 3 
unit each out of 32 . Real estate owners'*performance has 
also been IIND best in the group they are 4 out of 32 
about 13% . Agriculturist did not show any sign of the 
better performance. In the failure category of entrepreneurs 
unemployed are worst affected 3 out 13 (23%) , followed by 
private servicemen , Agriculturist and Real estate owner, 
who are 2 each out of 13 (15.38%). Prof essionals^ govt, service-
men . students and other businessmen are one each 17,70%), 
Conclusions ; 
In fact , the performance of the private servicemen 
and students has been very satisfactory, followed by other 
business men and real estate owners . Perhaps reason is 
very clear that entrepreneurs having previous experience 
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either in footwear industry or in any other industry did 
well. The reason for the success of entreprenurs having 
student background also did well because of the fact that 
they are very enthusiastic and make use of their education, 
studies which has recently been left . Unemployed and 
agriculturiet have failed because of in-experience 
and unawareness of various rules, regulations, aspects of 
business,last but not least function & techniques of business-
management in Footwear Industry. 
3. jEntrepreneurs & his Parental Occupational background % 
AS.per the statistical data collected and made available 
for study & conclusion in table No, 3 . The total No, of 
organization/ entrepreneurs are 60 who have different 
parental occupational background such as footwear business, 
other business,Government service and so on. 22 entrepre-
neurs out of total entreprenures 60, are having footwear 
business as their parental occupation. 6 each entrepreneurs 
have other businesses , govt, service and agriculture 
parental occupation, while 10 are the children of Pvt. 
servicemen,Real estate owner and professional is the parental 
background of 5 entrepreneurs each . The performance of those 
entrepreneurs who have footwear business as their parental 
occupation,is excellent. They are 8 out of 15 most 
successful entrepreneurs about 53% followed by those who 
have private service as their prental background .They are 
2 out of 15 about 14 % , while the performance of other 
entrepreneurs is not so good. In the Ilnd category, 
the performance of entrepreneurs having footwear business 
as Parental background is again very good. They ara 13 
out of 32 about 41% followed by the successor of Private 
Businessmen who constitute 16% of the group. 5 out of 
32. The failure cases are least among the entrepreneurs 
having footwear business as their parental background. 
It is one out of 13, only 1% . The maximum cases 3 out of 13 
are are from the family of Pvt. Servicemen about 23%. 
Conclusions : 
The reason for such sort of the performance is siinply 
that when a child is borned . in ^ business family , he 
automatically/ right from his childhood learns almost all 
of the technique and tools of business and functions of 
the management with the help of his father and other 
elderly persons in the family. Therefore the inference 
can be drawn that entrepreneur* s family occupation influence 
entrepreneurial performance as has been discussed with the 
help of the table No. 3. 
4- Entrepreneur & his educational background : 
It may be intresting to know,what academic attainments 
these entrepreneurs have to their credit. Occupational 
experience, to a great extent, determines Individuals actions* 
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but edcuational attainrnents have no mean role to play» In fact 
in most cases occupational experience follows from one* s 
education even if one's occupation is not based on one' s 
education, education influences individuals'thinking^ in a 
large measure, Besidey, education is an important means to 
occupational mobility. It is beyond doubt that those whose 
qualifications are not known , may not be very highly qualified 
people, though in some cases, possibility does exist as 
information is available only for a highly limited number of 
people • But what ever little information is available portends 
that an increasing number of highly educated peoplewere ente -
ring industry. Or better we say that it was becoming difficult 
for an illiterate or little educated person to start anf 
industry, I hardly found any one ( entrepreneurs in footwear 
Industry of Agra ) having Qualification lesser than Inter-
medaite or lO-f 2 . Moreover the spread of education is 
not limited only to either new family or old families ; even 
the sons of industrialists are receiving professional education 
but more & more professionals among new generation of entre-
preneurs are taking to industry. 
Table No 4 reveals that no entrepreneur has a formal 
education lesser than lO-t-2 in footwear industry of Agra, 
From Among the total 60 units studied , 24 entrepreneurs 
40?^  are above 10+2 but undergraduate , 15 entrepreneurs 25% 
156 
postgraduate in various disciplines of studies, 13 entrepreneur 
22% are graduate , and rest of the 8 entrepreneure 13 % 
have professional education such as C,A.# M.B.A. LL.B. MBBS 
CS & ICWA etc. Entrepreneurs having technical qualific-
ation i.e. D. Engg. & B, E. and M, E. W.C.A. not found in 
Footwear industry of Agra. 
Table No,4 further reveals that most of the entre-
preneurs in the most successful category of entrepreneurs 
(significant positive growth rate ) are only graduates. 
Out of total 15 units which registered significant positive 
growth rate, maximum number is of undergraduates . They 
are 7 about 47 % followed by graduate,who are 5 about 33%/ 
entrepreneurs having professional qualification are very 
Ices in number and % age as well. Maximum Entrepreneurs 
who are in IInd category ( insignificant positive growith 
rate) have passed either classes below graduation or are 
postgraduation qualified. 12 Entrep. are undergraduate & 10 
are graduates having % age to total 38 & 31 respectively. 
Failure cases are less in the graduate category of entrepre-
neurs. These are only 6 out of total 24 graduate entrepre-
neurs about 20 >i. 
Conclusion ; 
The imflerence v/hich can be drawn from the above 
discussed facts^ is that although the education has a direct 
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bearing on the performance of entrepreneurs in the footwear 
industry of Agra* but^ higher education has least positive 
impact onentrepreneurial performarce , as is very much clear 
from the given table No,4 that maximum number of successful 
entrepreneurs are from the category of under-graduate and 
graduates . Therefore it can be concluded that although 
education plays an Important role in entrepreneurial perfor-
mance but higher education has least to do with the perform-
ance of the Footwear Industry in Agra. 
5. Entrepreneur & his Geographic Origin : 
In fact, either in one way or the other, the geographic 
origin plays a dominint role so far as entrepreneurial 
perfoiEimance of Footwear Industry in Agra is concerned. It is 
worth noting that entrepreneurs having urban (Agra city) 
background are more as comparedto others. Out of total 60 
units under study, 34 entrepreneurs 57ji have urban background 
14 entreprenurs 239i are of sub-urban origin , 8 (13% ) 
have rural background and rest of the 4 (7%) had come from 
distant places i.e. outside Agra district. 
As per the statistical information available in table 
No.5 chapter No, 3rd from the category of most successful 
entreprenurs maximum no, of entreprenurs are of Agra city 
origin , In the category of "insignificant positive growth rate 
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ma:xlmum number 12 entreprenurs have the same geographic origin 
as v/as in case of 1st category entrepreneurs i.e. Agra city 
In the group of unsuccessful entreprenurs, minimum number ^  
only 4 entrepreneurs are of Agra or Urban background. Hence, 
the inference which can be drawn from the above stated facts 
is that geographic background is of paranount - significance 
so far as determination of entreprenerial performance in 
the footwear industry in Agra is concerned. Persons /entre-
preneurs having city background are more likely to perform 
better than those having geographic background other than 
city itself. 
Conclusion x 
The reason is that one ( entrepreneurs ) who Xs borned 
in city environment^ acts & interacts with other businessmen 
entrepreneurs by which he unknowingly learns many things 
related with business and hence becomes a successful entre-
preneuri?., while the case with other entrepreneurs who do not 
have city Geographic background, is quite opposite.and 
different. These entrepreneurs found themself unable as far 
as learing of various techniques of business are concerned, 
even if they wish. Moreover they don't have even little 
excess to business world, which , on the other hand is easy 
for city background persons / entrrepreneurs. 
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6- Entrepreneur & his jsocial background or caste : 
The Industrial Entrepreneurship- In India has always 
been discussed &. analysed in terms of entrepreneurs' castes 
and the persuits associated with their castes. The 
caste system has had to some extent its effect on the 
occupational mobility, though it is being constantly • 
denounced among Hindus and musiims both. The caste factory 
has to be considered in studying the entrepreneurs as the 
entrepreneurship demands the presence of a particular 
culture which certain castes among Muslims and Hindus 
have imbibed in theaisolf. 
In our survey of total 60 entreprenerurs' firms 
in Agra. 18 entrepreneurs (30%t were found musiims, followed 
by 11(18%) & 10(17%) Brahmin & Chhattriya respectively. 
Vaishya entrepreneurs were 9 (15%) out of total 50 entre-
preneurs whereas shoodra, sikhs and christians were 4(7%) 
each. The best performance (33.33% age significant positive 
growth rate ) was pecorded inaetseof Vaishya communities 
followed by the Brahmin who also did well (27.27% significant 
positive growth rate )where as sikhs, christian and 
shoodra are ;at 3rd number. Muslim stand no where. They are 
4 out of 18(22.22%) , in the 1st category of entrepreneurs. 
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For t h e I I n d c a t e g o r y , C h h a t t r i y a d id b e t t e r t h a n any 
o t h e r community 6 out of lO (60% ) fol lowed by Muslim 
who a l s o showed good performance by being lO out of 18 
(55.55%). In t h e ca se , t h e v a i s h y a . v^re Poor performer 
F a i l u r e c a s e s of e n t r e p r e n e u r s a r e much i n t h e communi-ties 
such as shoodra, s i k h s and t h e c r i s t i a n i each ou t of 12 (25%). 
-Conclus-i6n« - T,he r e a s o n fo r such 
s o r t of t h e performance can be known and t h e s e a r e t h a t 
t h o s e c a s t e s which have been popu la r and famous fo r b e t t e r 
e n t r e p r e n e u r i a l t a l e n t , s t i l l hold and r e g i s t e r good 
performance i n t h e footwear I n d u s t r y i n Agra. There fore 
our h y p o t h e s i s , t h a t e n t r e p r e n e u r s having a f : ^ i a t i o n w i th 
c e r t a i n conimunit ies such as v a i s h y a , c h h a t r i y a and Brahmin 
a re l i k e l y t o be s u c c e s s f u l i n p r o p o r t i o n a t e l y l a r g e r number 
of c a s e s t han t h o s e e n t r e p r e n e u r not having such an a f d i l -
a t i o n s , i s p o s i t i v e l y t e s t e d . 
7 . En t r ep reneu r and h i s Age ; 
Out of t h e t o t a l 60 e n t e r p r i s e s under i n v e s t i g a t i o n ^ 
23 e n t r e p r e n e u r s (38%) owners from among a l l , were i n t h e 
age group of 20 y r s . t o 30 y r s .16 were i n t h e age group 
of 31 y r s . t o 40 y r s , and aga in 16 i n t h e age group of 41 y r s -
50 y r s . Whereas r e s t of t h e 5(8,33%) were having age above 
51 y r s a t t h e t ime of i n c e p t i o n of t h e i r o r g a n i s a t i o n / 
e n t e r p r i ' s e s • 
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As is evident from the table No,7 that the maximum 
number of entrepreneurs 6 were in the age group of 31 to 40 
yrs at the time of inception of organisations so far as 
most successful category of ( significant positive growth 
rate ) is concerned. In case of the IInd successful cate-
5 
gory of entrepreneurs^ the.maximum entrepreneurs had the 
age from 41 to 50 yrs. Most of the failurecases (signif-
Cdnt negative growth rate ) belong to the category of 
above 51 yrs. of age and 20 to 30 yrs. 
Conclusions : 
Therefore it can be concluded that most of the 
successful entrepreneurs are only in the age group of 
31 -40 yrs, and 41 to 50 yrs. though maximum 23 (38%) 
entered in business /i'ootwear industry when they were 
between 20 yrs, to 30 yrs. of Age. Hence our hypothesis that 
neither the entrepreneurs having lesser age nor entre-
preneurs having attaind maximum age are likely to succeed!In 
the footwear industry of Agra but those with medium / 
age 35 to 45 yrs, will perform much better, is 
positively tested. 
*^ Entrepreneurs and his motivation to enter into footwear 
Industry in Agra or objective of launching a project 
in the field of footwear industry in Agra (U.P.) : 
As the tabic Mo. 8 reveals that maximum number 
33 out of 60 (55^ entrepreneurs had entred in footwear 
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industry of Agra for earning more and more profit and 
possess wealth. 11 entreprenurs (18,339^ ) were having 
objective of employment generation for Family members and 
others along with himself. 10 entreprenurs (17%) responded 
that they will render social service to the under previledged 
sections of society in the country. Rest of the 6 out of 
60 (1D% ) 3 each replied that their motivation was (1) facil-
ities provided by govt, and Other agencies and (2) some 
other objectives such as technical knowledge in the related 
fields Business & Manufacturing experience in the same line 
etc.. And Business Si Manufacturing Exp . in the other fields 
etc. It is very much surprising and intresting that in 
the GBtegory of most successful entreprenurs (significant 
Positive Growth Rate ) maximum % age is of those entre-
preneurs whtose objectives were neither earning maximum profit 
and accumulating wealth nor of those who was employment 
oriented but the entreprenures replying regarding "some 
other objectives " such as technical knowledge in . • 
related fields. Business and manufacturing experiertce in the 
same line and other fileds etc. Therefore the conclusion 
which can be drawn from this statistical information is 
that mere determination (S^: setting objective in advance 
for earning profit and accumulating wealth does not put 
an entrrepreneurs at a receiving end but previous Business 
and manufacturing experience play dominent role so far 
as entreprenerial performance of footwear industry in Agra 
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is concerned. In the category of marginal entrepreneur, 
maximum percentage is of those who have been motivated, 
by different facilities provided by the government of India 
/state and other agencies. They are 2 out of total 3 
(67%) followed by those who set their objective as rend-
ering J of social services. Profit oriented entrepreneurs 
are at 3 number, 18 out of 33 {55%), 
9» Entrepreneur and his investment level: 
As per the information available in Table No.9# Maxi-
mum number of entrepreneurs belong to low investnB nt 
categories. They are 24 out of Total 60 units under invest-
igation , about 40 % followed by medium category of entre-
preneurs. These medium category of entrepreneurs are 19 out 
of total 60 units^ but 32% whereas entrepreneurs having high 
level of investment are much lesser. These entrepreneurs 
are Ij) out of total 60abotit 28?6 only. At per the record avai-
lable in Table nine chapter 3rd, the most successful 
entrepreneurs are in the low level category of investment. 
There , It is 7 out of 24 total, about 30% while those having 
medium level of J nveutinent are 5 out of 19 about 26% followed 
by high l§vel of Investmint cat§gory 3 out of 17 about 17H 
only. In the marginal e ntrepreneurs ' , category the maxiflvum 
are in the low leve l category of investments 15 out of 24 
about 62.50%, No. of medium level of investment en t r ep r l s e s 
of 
are 10 ou€ / 19 about 53% followed by high investment level 
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a 1 
category. These are 7 out of i7/but 41?^ . In the category 
of failure cases of entrepreneurs, person or Businessmen 
with low investment are least 2 out of 24 about 8^33% 
followed by the medium investment category of entre-
preneurs. They are^out of 19 about 21% while in the 
last, maximum cases of failure, are from high level invest-
ment category,they are 7 out of l7 about 4i.17%. 
Conclusion!^ 
The infeirenDewhich can be drawn ' from the 
above given facts is that entrepreneurs with low level 
of investment category are much more better performer 
in footwear Industry of Agra,Heixe our hypothesis that 
" Entrepreneur o havJ ng affiliation with low level of 
investment category are likely to show & register good 
entrepreneurial performance rather than those who have 
medium or high level of investment "is positively 
tested. 
The reason for such sort of the entrepreneurial 
is 
performance /simple and easy to understand and that 
is that in low investment level category the entrepre- " 
neurs himself supervises and manages - almost all of the 
(affairs of business resulting into timely and prompt 
decision making and personal responsibility and loyalty to-
wards' business . which further thhances the probability 
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of s u c c e s s w h e r e a s on t h e o t h e r hand i n c a s e of medium^ 
Si h i g h l e v e l of i n v e s t m e n t c a t e g o r y , i t i s n o t s o . i n 
t h e s e two t y p e s of i n v e s t m e n t c a t e g o r i e s n i e t h e r t h e r e 
i s d i r e c t s u p e r v i s i o n & c o n t r o l n o r p e r s o n a l l o y a l t y 
and r e s p o n s i b i l i t y r e g a r d i n g o r t o w a r d s b u s i n e s s i n t h e 
f o o t w e a r I n d u s t r y of Agra . 
SUGGESTIONS IN THE FIELD OF FINAI-^ CE 
(1) A National Financial Corporation should be e s t a b l i -
shed by the Central Government with a view to 
providing equity loans to small u n i t s of Footwear Industry, 
(2) The Sta te Government should c r ea t e an equity fund 
to provide equity loans t o small u n i t s through the 
DICs. The modal i t ies of administering ass i s t ance 
from t h i s fund be evolved on the following l i n e s : 
(a) Assuming the deb t -equi ty ratio.>3: 1 as reasonably 
s a t i s f ac to ry , and s h o r t f a l l in the p ropr ie to ry 
funds to t h i s extent should be given an equi ty loan, 
(b) The maximum c e i l i n g for equi ty loan may be fixed at 
Rs. 1 lakh depending upon the nature and s i ze of the 
un i t so t h a t major b e n e f i c i a r i e s are smaller u n i t s . 
(c) In case of non-adherence of f inanc ia l d i s c i p l i n e 
by the entrepreneurs , the f a c i l i t y should be withdrawn 
by cotrerting i t i n t o i n t e r e s t bearing c r e d i t . 
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(3) The District Industries Centres (DICs) in the 
State should be empowered to sanction need 
based equity loans to small entrepreneurs 
upto R3.1 lakh. At present the DiCs may sanction 
margin money loans to the extent of 10 per cent 
of proposed investinent of a unit or Rs, 50,000, 
whichever is less. It was observed that banks 
and term lending institutions aslc the entrepreneur 
first to obtain the margin money loans from the 
DICs and only after then they consider entrepreneur's 
application for loan. This process takes unduly loan 
time causing harassment to the entrepreneur. There-
fore, there is an urgent need to evolve a system 
which may minimise the gap between these types of 
loans. 
(4) The commercial banks should evolve a need-based in 
place of security based financing policy to assist 
small entrepreneurs,While granting the loans, 
emphasis should begiven on economic viability of the 
unit and character of the entrepreneur instead of 
amount of security offered against the loans. 
(5) The commercial banks should liberalise the terms and 
conditions for granting the loan^ .^ Though, the 
industrial credit carries certain fiscal and banking 
i 
restrictions, but there is a need to cut short the undue 
procedural requirements so as to avoid all delay and 
problems of small entrepreneurs in obtaining the bank 
finance. 
(6) The functioning of guarantee system appears not to be 
as effective as it could be small industries with weak 
security have slender chances of obtaining credit from any 
sources governmental or institutional. A better functioning 
of the guarantee system for small industries is very 
important. It is, therefore, suggested that the scheme 
should be made more effective and attractive so that 
mpre and more small units may take benefit of the scheme, 
in Footwear Industry in Agra, 
SUGGESTION IN PRODUCTION ARSAt 
J 
Keeping in view the acute problem of raw materials 
in the State, we suggest that t 
(1) A long term policy of proper distribution of raw 
materials should be laid down in tune with the state 
industrial development plans. The state Government should 
raise certain effective steps in order to increase the 
share of the state in the total allotment, of raw materials 
to the small sector, in Footwear Industry in Agra. 
(2) It was observed that at present raw materials to small 
units are allocated only to the extent of l5 percent of 
its total requirement on the basis of single shift basis. 
It is strongly suggested that not only the quota of raw 
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materials should be enhaiaced in order to cope with the 
requirements, they should also be allowed allocation of 
raw materials on three shift basis as i s applicable to 
large scale uni ts . 
( 3) In order to avoid the permanent shortage of raw materia-
l s , i t i s suggested that the large houses manufacturing 
the raw materials should be prevented by law from pro-
ducing the end-products which are reserved for the 
small sector, 
(4) I t i s suggested that the canalising agencies l ike 
S.T.C. M.M.T.C., S.A.I.L., Coal Authority of India 
should establish the i r stock yards in the s ta te . 
(5) The materials for indust r ia l uses for small sector 
should be exempted from the sales tax as i s the pract ice 
in West Bengal, Punjab and Maharashtra. 
(6) The author i t ies of U.P.s.I .C. should take steps to 
weed out the dummy uni ts and evolve a need-based policy 
regarding the allotment of raw materials . 
(7) I t was also observed that the pa r t i a l control 
policy in respect of cer ta in essent ia l materials i s the 
1 
major cause of harassment to the entrepreneurs. 
There should either be complete control or no control 
over raw materials. A midway policy, according to the 
entrepreneurs, is nothing but a source of corruption. 
The harassed entrepreneurs alleged that in India, 
planning somehow become equated to a large extent with 
controls and regulations and not the creation of economic 
activities. 
auOQESTION IN THE FIELD OF MARKKTINQ i 
1. It is suggested that the State Government should set up 
a state marketing corporation for marketing the products 
manufactured in the small sector. Such a cooperation will 
not only remove the marketing bottlenecks of the small 
industries but will also come as a great relief to the consu-
mers in the sense that they will then get the goods at 
cheaper rates due to elimination of middlemen's profit. 
2. It was observed that mass communication media do not seem v^  
to be popular among the small units for the purposes of adver-
tisement. Not only this, the entrepreneurs under the study 
have selected the media of advertisement in an unsystematic 
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manner. The competition from the large industrial 
enterprises backed by their huge advertisement budget 
has created a climate which even the most efficient 
small entrepreneurs find hard to face. The suggested 
State Marketing Corporation can take up the job of 
selecting and suggesting the various media of adverti-
sement after taking into consideration the nature and 
quality of products, degree of market competition, 
impact of the media on sales, etc, 
3. It iu suggested that the small industries service 
institutes and the Directorate of Industries of U.P. 
state Government should Jointly initiate to organise some 
marketing consortiums for different types of indust-
ries. All small units should become members of such 
consortiums according to the nature of their products. 
The consortiiums may sell all the goods under a brand 
name given by the consortium. 
A marketing consortium may be constituted either 
as a company or as a registered society. They should 
be sponsored and supported by the State Govt. The 
constitution of the consortium should provide to 
include only small entrepreneurs as its members and 
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its services should be meant exclusively for the member 
units, A consortium of units, for marketing purposes, 
may generally perform the following functions. 
(a) To organise and establish distribution channels . 
(b) To organise marketing research and sales promotion 
in the local as well as foreign markets. 
(c) To participate in trade fairs and exhibitions at nat-
ional and international levels. 
(d) To establish conunon facilities for testing and qoality 
control, 
(e) To provide after-sales services on behalf of member-
units. 
(f) To provide a brand name of trade mark to the products 
of member units. 
(g) To organise and promote other facilities such as 
product development etc. for the benefit of member-; 
units. 
4. The State Government should provide recognition to 
certain institutions or educational bodies which can 
undertake market research on behalf of small entrep-
reneurs at a reasonable cost. It is also suggested that 
the promotional agencies such as D.I.Cs. S.I.D.Os and 
U.P.S.Cs should take the services of experienced 
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management c o n s u l t a n t s t o r e a p f u l l y t h e i n s t a l l e d 
c a p a c i t y of t h e small u n i t s and i n c r e a s e t h e i r p r o f i t a b i l i t y , 
5 , I t i s a l s o sugges ted t h a t i n o r d e r t o ach ieve t h e 
purpose of augmenting p r o d u c t i o n and p r o p e r d i s t r i b u t i o n 
th rough market ing a g e n c i e s , p r o v i s i o n Of r e c u r r i n g annual 
subs idy on t u r n o v e r i n s t e a d of p r e s e n t c a p i t a l subs idy may 
be p rov ided . The proposed subs idy w i l l b e n e f i t e n t r e -
p r e n u r e s and t h e Government b o t h . The e n t r e p r e n e r u s who 
have o f t e n t o pu rchase t h e raw m a t e r i a l s from open market 
on high p r i c e s w i l l g e t some h e l p from t h i s subs idy . L ikewise , 
t h e Government w i l l a l s o g e t more revenue by way of s a l e s 
t a x and income t a x a s t h e e n t r e p r e n e u r s w i l l t h e n p r e f e r 
t o d i s c l o s e t r u e f i g u r e of t u r n o v e r t o a v a i l t h e subs idy , 
SUGGESTION IN THE FIELD OF PERSONNELt "' 
1, The mode of r e c r u i t m e n t must be modi;fied. I t has 
been observed t h a t most of t h e u n i t s a r e s t i l l r e c r u i t i n g 
t h e work f o r c e on t h e t r a d i t i o n a l method. By t r a d i t i o n a l 
ing 
method we mean appo in t , t h e workers on recommendation basfe 
w i thou t knowing t h e i n t e r e s t of t h e worker, h i s s tamina t o 
work, h i s moral c h a r a c t e r and h i s knowledge about p r o d u c t i o n 
l i n e , e t c . fioma-tJmea the . en t reprenaMm oonduot I n t o r v l e w i 
bu t fo r not l i lng. i n footwear i n d u s t r y i n Agra. 
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2. It has been found that normally there is no clear-cut 
policy for the promotion of the workers , neither any 
incentive system is prevalent in the units. It is suggested 
that an effecitve incentive system should be formulated 
in the small units by the entrepreneurs which may go 
a long way to improve the efficienty of the capable workers, 
3. The welfare activities are found very inadequate in 
the units under study, we suggest that certain common 
facilities like medical education, training, housing 
must be provided in a manner that every worker may get 
his share without any cruel efforts on his part, 
4. The entrepreneurs should realise that training is the 
process of assisting people in enhancing the efficiency 
end effectiveness at work by developing skills relevant 
to their work. They should , therefore, take some steps 
to impart training to the workers in order to increase 
their productivity. For this, it is suggested that small 
entrepreneurs should form trade associations in accordance 
with their production lines. The trade associations, besides 
imparting training to workers, will help in solving various 
other problems of small entrepreneurs. These trade assoc-
iations might perform and execute those things which an 
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an individual unit is not capable to undertake e.g., 
training to the workers, conducting marketing research, 
collective publicity and advertisement, demand for better 
credit and finance, etc, A well organised and dedicated 
trade association -will prove to be of immense help to 
the small entrepreneurs, in Footwear Industry in Agra. 
5. In order to provide impetus to employment oriented 
technology and for reducing unemployment problem, it is 
suggested that an interest free loan at the rate of 
Rs. 1000 per job per year should be provided to the small 
units at least for next 5 to 7 years, in Footwear 
Industry in Agra, 
6, It has been found that small entrepreneurs are not 
able to afford to employ a large clerical and managerial 
staff. The compliance of rules and regulations pertaining 
to various acts require maintenance of records, filling up 
and submission of various prescribed statements and in 
many cases personal attendance in government offices. 
A small entrepreneur, who has to look after many activities 
concerned with the production as well as mailceting of his 
finished products, often finds it very difficult to spare 
time for complying the provisions of the Factory Act, 
Employees State Insurance Act and Employees Provident 
Fund Act etc. It is, therefore, suggested that all 
small units should be exempted from the provisions of 
these Acts. In the place of it, some simplified procedure 
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should be evolved which may ensure the interests of the 
employees on the one hand and may entiJLl lesser formalities 
on the part of entrepreneurs on the other, in Footwear 
Industry in Agra, 
7. It has been observed that the area in which small 
entrepreneurs face the greatest difficulty is that of 
management. Most often the. small entrepreneurs transform 
themselves into the managers and, therefore, knowledge of 
various management principles and techniques is very 
essential for them. Management training is very effective 
tool to develop the innate entrepreneurial vigonr and 
capability to meet new challenges in the industrial field. 
Not only small entrepreneurs but the officials o^ various 
agencies of the State engaged in the promotion of small 
industries should also be trained in various management 
fields. It is, therefore, suggested that training 
programmes should be conducted at following two levels, 
(a) Training Programmes for the Entrepreneurs : 
Though small industries service institutes, U.P. 
Industrial Consultants Ltd., etc, have conducted several 
special management programmes in the State during the last 
few years with a view to impart training to the small 
entrepreneurs. But, it has been observed that these 
programmes have not been appreciated by the entrepreneurs 
in general due to non-commitment of the personnel towards 
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the courses. It has also been reported that the place 
and time chosen for these courses are not well propagated 
among the entrepreneurs. As a result, mapy entrepreneurs 
fail to attend these courses. The entrepreneurs opined 
that these programmes have been conducted just to bring 
the same on record in the government files and have 
utterly failed to subserve the objective for which these 
were organised. These programmes are also lacking practical 
approach to their problems. Officials giving training 
themselves are not exposed to various practical aspects 
of the problems faced by the Entrepreneurs. 
Keeping in view the above, it is suggested that fully 
trained officials should be engaged in these training pro-
grammes and instead of conducting these on haphazard and 
lukewarm style, the government should evolve an effective 
system to organise these courses in a systematic and 
regular manner. Some experienced private consultants 
having expertise knowledge in various managerial areas 
should also be invited in the programmes so that the 
entrepreneurs may be benefited by their experience and 
knowledge. 
(b) Training Prograitimes fc>r the Officials : 
These progranwes should be conducted by the 
commercial banks, corporations and industries department 
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with a view to providing training to their officials 
who deal with small entrepreneurs. These prograjiunes 
should be designed in such a way so as to acquaint the 
concerned officials about all that a small entrepreneur is 
required to do before hei establishes his unit . Special 
emphasis should be given on the subjects like project 
planning and project evaluation, etc. 
8. It is also suggested that commercial banks should 
assume a new role, as a purveyor not merely of finance, but 
also of the management education to small entrepreneurs. 
The commercial banks may help small entrepreneurs. The 
commercial hanks may help small entrepreneurs by 
(a) Preparation of counselling material dealing with 
basic requirements ot managing the small units. This 
should be mode avoilabia to entrepreneurs at the tima tho 
loans are provided to them. 
(b) conducting periodical programmes to train and educate 
the entrepreneurs who have taken loans from the bai*:s 
(c) establishing consultancy cells for small entrepreneurs, 
some reasonable fees may also be charged from the benefi-
ciaries for such services. 
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APPENDIX 
QUi^ JSTIOfJMAIRc: 
1, What i s the o b j e c t i v e of e s t a b l i s h i n g an o r g a n i s a t i o n 
t o manufacture footv/ear . (Shoes) 
1 . p r o f i t ( ) 2 . Employment ( 
2 , S o c i a l s e r v i c e ( ) 3 , o t h e r ( 
2 , What i s your'G c a s t e / s o c i a l o r i g i n / 
1 . 
3 . 
5 . 
7 . 
9 . 
Urahiinun 
Va i sya 
Muslims 
S i k h 
B u d d h i s t 
( 
( 
I 
( 
{ 
) 
) 
) 
) 
) 
2 . 
4 . 
6 . 
8 . 
£ 0 . 
Chlia t r i y a 
S u d r a 
C r i s t i a n 
J a i n 
any o t h e r 
{ 
( 
( 
( 
( 
3 . VJhat i s your iorm ut an o r g a n i s a t i o n ? 
1, Sole p r o p r i e t o r s h i p ( ) 2 . Family p a r t n e r s h i p ( 
3 . p a r t n e r s h i p ( ) 4 . p r i v a t e I^td, ( 
5 . P u b l i c Limited ( ) 6. Coopera t ive ( 
4 . What was your p r e v i o u s o c c u p a t i o n / o c c u p a t i o n a l backgroundlB 
1, p r i v a t e s e r v i c e ( ) 2 . Govt, s e r v i c e ( 
3 . Unemployed ( ) 4 . Business ( 
5 . Real e s t a t e owner ( ) 6. S t u d e n t ( 
5 . What i s your e d u c a t i o n a l q u a l i f i c a t i o n ? 
1 . Undergraduate ( ) 2, Graduate ( 
3 , P o s t g r a d u a t e ( ) 4 . p r o f e s s i o n a l ( 
q u a l i f i c a t i o n 
e . g . CA,MBA,CS^ 
LL.B,,C.W.A. 
MCA,B.Ed, e t c . 
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6. Uhat is your geographic origin.^  
1. Urban ( ) 2. Suburban ( ) 
3, Rural ( ) 4. Outside Agra ( ) 
District 
7. What i s your p a r e n t a l occupa t ion ? 
1 , Footwear b u s i n e s s ( ) 2 , Other Business ( ) 
3 . Govt, S e r v i c e ( ) 4 , P r i v a t e s e r v i c e ( ) 
5 . Unemploy ( ) 6, Real E s t a t e owner( ) 
7 . p r o f e s s i o n a l ( ) 
8. What was your age a t t h e Eve of i n c e p t i o n / e s t a b l i s h m e n t of 
t h e o r g a n i s a t i o n , 
1 . up to 30 y rs { ) 2 . 31 t o 40 y r s ( ) 
3 . 41 t o 50 y r s ( ) 4 , above 50 y r s ( ) 
y. Whether you faced s h o r t a g e of Raw m a t e r i a l or d e f e c t in i t , 
1 . Yes ( ) 2 , NO ( ) 
3 . Sometime ( ) 
10 . What i s t he e f f e c t of inves tment l e v e l on i n t r e p r e n e u r i a l 
performance 
1, LOW inves tment 
2 , Medium inves tment 
3 , High inves tment 
1 1 . What abcjut your t o t a l Asse t s in 
1 . 1980-81 ( ) 2 . 1985-86 ( ) 
3 , 1990-91 ( ) 
12 . \ihat about your Net Sa le s in 
1 . 1980-81 ( ) 2 , 1985-86 ( ) 
3 . 1990-91 ( ) 
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13. V'Jhat about your Gross p r o f i t in 
1. 1980-81 
3 . 1990-91 
14. What about your Net p r o f i t in 
1. 1980-81 
3. 1990-91 
15. VJhat about your Net Worth in 
1. 1980-81 
3. 1990-91 
16. VJhat about your 
1. 1980-81 
3. 1990-91 
Gross Block in 
2. 1985-86 ( 
2, 1985-86 
2. 1985-86 ( 
2. 1985-86 { 
17, What s o r t s of d i f f i c u l t i e s you faced ? 
1. personnel ( ) 2, Marketing 
3, product ion/ .( ) 4. Finance 
Operation 
18, What are the various f a c i l i t i e s provided by Government 
to foot wear p roducer /bus inessman/ indus t r i a l i s t ? 
1, 2. 
3 . 4. 
5. 6. 
19. What are the various facilities further required for effective 
and efficient functioning of foot wear business ? 
1. 
3. 
5. 
2. 
4. 
6. 
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20. Whether you have been able to add some new units to 
manufacture foot wear or not ; if yes, then how many'*'' 
1. Yes ( ) 2. NO ( ) 
a) One unit ( ) b) Two units ( ) 
c) Three units ( ) 
( ' , ' . , ^ , 1 ' , ' ' ' 
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Wliile any number of people are 
mass-prodvicing iliese shoes today, 
Data crafts lliem lovingly by hand 
with a certain pride. 
In India, we are the ones to use 
'Goodyear Welts' for our shoes. A 
laborious process in which a 'welt' is 
'handsewn on last' to the upper 
Bhe shoes we're talking about before the sole is stitched on, once 
make up our. Westminster range.' again by hand. 
No technology can replace the 
magic in these seasoned, deft hands. 
He's not the only bhe who makes theM inti i l : t; ^ 
There are others itl Boston and Northampt6HL|Mtei^ 
An exquisite collection of Shoes that are'Goodyear Welted' So remember, next time you want 
Classic WIngtip Urogues In Oxford lake the shape of (he wearer's foot, to see a hand.scwii shoe like ours, it's 
and Derby styles. Providing better fit and comfort than cilhcrnata.lioMonorNotlhamptonsliire. 
llic 'slutk-on',soles. 
These shoes arc made using only 
the finest full-grain leather. By craftsmen 
who've spent a lifetime making hand-
rraflcd shoes in those ageless styles. 
S h o e s s e a s o n e d 
w i t h e x p e r i e n c e 
Tlieic hlandcrifltd Shoes art jviilablc 
at ConnauRlii Place and Souili Exitniion, Delhi; 
Colaba and Great Western Store, Bombay; Shakespeare Sarani 
and Grand Hotel Arcade Calcutta; 
Mount Road, Madras; Commercial Street, Dangalote. 
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.wt%w^UllW \Vtti i.VIOt 
on Niw D»lhl at PSO/IPHO on 14/15 Miy 19»i 
V, 
' 
^ ' 
'I 
D. No. (ONI 380/SB fA.H.W,) R. No. |nN| 4287B/84 U. No. (DN| 20/87 
<2i)0 
Sersatile ' investment in enduring style! 
Tlic best IS iiioie bettci ' We've taken Americas N o . 1 Casual—(be "Boat vSboC " ami made it most tomfortable 
M\i\ ton vein cm ihioii/'li "door soi vice" by mail. A\iiiliihlc m 
()ii^>iii,il 1,111 (.oloiii only l^mc lU. 575.00 
V t N l 11AN M<H cHintumt \\\t n^f i>l J livtr nun 
lOimniLtion Ihjt VM j|>^ >(ni( (noi m Kintlt < funfinl 
tiflMiinc Iiariihfttit sm i ih l u l u n MPHOI I II i i | i ri 
ni| ipoHril VMtil()(iiuiii( I ' I I I M I S I I I tnd Synlfutk H u t 
nukes It an offur ( m i tn i r l AuihhU in < olnun Hhik jn / 
Cheny I'luc Hi 72^00 
pjtrrd Willi lit} Itr^t (Hialiiy toiMttut titut KK li Ir jr ltrr upprr i 
with A ^ (iftrnrtf I n i l i r t iiin>lr AIC two rr i imni yi u II i rau i 
f(it l l ir^f sin ci ajjain and afiuv Avaibhle in ( nlunn Hhik 
aniK hn,} Vine R\ 72^00 
:J 
MAHSHALt 
f.'B«i»i>j«T^aww.iieiiw»w»«waiTg.aB}^ 
!H^^: , • . , ' • v ' \ ^ ' . ' . ' " V '^^  ••'•••''•'• 4 ' . ' ; ' . ' ' • • ' /? • ' ; 
^^ i^ # T : 1535932-.537545^v-i^  #iili 
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ih - -•; «^. "• ' fMii ift "timiii, ixf; 
FlUBBER SOLES 
SpiES AREAVAILABLE IN T.P.R., E.f 
"iBBER COMPLEX 
SHAH GANJ, AGRA. Tele.- 6230,:Telex. 
{ n ,' /jAutnonsea umr ' f ASHOK S/ 502,'jOreatcr Kailast 
I :Maferi,you 
Runaway 
Success,-. 
> t / 
7 '*-•' ' -' .Al'/i'^'A'M'''''-
WWMMm 
' For the-1 
dt Pvt. Ltd. 
j jnul . of: -
Hllubbcr Sheets and 
OELHl Oil MARCH 26,1990. 
'iCERED IDE VERY CONCEPT 
'PERS SINCE 106G AND ARE 
ViANUr ACT URER-EXPOR TERS 
FY ONE AV/ARDS HAVE BEEN 
'EXPOJT r pcnronMANCE. 
PROUUCTION VALUE OP 
:i5, THE WASAN GnOUP IS 
\ LEVEL OF RS. 100 CRORES 
'ERS, LEATHER GARMENTS, 
".RA[ID TRADING, 
DUP BODLA, AGRA. 
^^«^3iiJiM^??^ 
' ' » "Tji fctt t i ; 7!: U M ^ ' H ^ l h t e 
Agna Uathcn BoaJcc) ((?) Ltc). 
-FACTOpy 
G, Indus t r i a l Kotate, N-anhal, AGRA-6. 
Ph. No. : 4133 A 4GG4 Vr 4512 Telox : 565-314 ALB IN 
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JSF foot' 
Fashion I 
and Deni 
'out In St 
TSF foot 
Always; 
TSF blei 
with CO 
Yes. tsl 
TEJ iriTEnNATIOriAL PVT. f, 
E-393, Creator Knilash-ll, 
New Delhi-no 048. 
Ph.: 6444614, 6413552 
TSF — Proiiuct G 
*mV^''4 *^" NO) 
3IV 3-1' 
^iu' I 
iniciTU 
itn, " ^ ntf^ ntT(r ft't n 
F^St snftnp w a r f^t "piR 11 
'fr?! tpt KF H^P^ aim aw?t 
•rat mnr •'rfytPH t f<n w t 
iprit t , TrwtpTT •^ T'ft MW 
In-nrr % twT ^ f^ f^ s^mn 
frrq Vt% ^  ^ ^ ^'^•^ TBT 
fVi: <^c ^ T^TT lift 3ftT ^  T^O 
T 'qV«T ^ <ni 'IK ^ «nlVH 
r ^ AH»rtf'ft w ^ trw ? ! ^ ^ 
w jftt •gf'K iPT f^^n »wn-sfHT 
»(3H^ T|f <j^ Tft f.inf<ij vftRT "if 'P^ 
•rtWT iji^ i «nTff ^ i9P»^  writ sftr 
^ VRtn'R Ti^ 11'irtft'=frft •rt'^rsfi^ 
'Tp%ffl^ iptT5^RTV'?r*1HITHT'^ ft, 
Ppwifw armr 'rft ft »ftt ( ^ ''I^ ^ 
TO>T 'Gf.T f^«TtT a n N i B • ^ t r ^ ^ ft, 
— ' - - • - " ' • " • ' t-* i.i . .>,.nkimi!iu. 
^«nffft-^>]pdt^$f'3toT^fti - J 
iT^ 'spff ft p3r(Pt aTra-r^ rtniT ^ 
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Authorised l)isirlbii"l<<r for Dlllil & Western U.I'. 
A S I I O K SAI.IOS C O U J ' O U A T I O N , 
Greater Kailash-ll. New OLI IH- I 10048. I'li, 6461 711 
PHI Mj!\NJEET 
PI New Delhl-6 4 Ph.5924 i 207 
•^TKVfcTO '» » TV^T Tff»T » f f 1 "I f p | I ^?rnm ^ > w f^tx tT^ R ^ r ^nfKo: i -OTT^  j[ t' 
In the footsteps of 
international fashion 
TSF Shoes. 
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0 O 9 
TSF footwear... in the footsteps of high fashion. 
Fashion that reigns in West Germany and Sweden. USSR 
and Denmark... where more and more trend-setters step 
out in style. TSF style. 
TSF footwear... for fast forward people like you. 
Always a step ahead of the rest. People who value the 
TSF blend... of high-tech with high sophistication, elegance 
with comfort, luxgry with longevity. 
Yes. take another step forward... in TSF shoes. 
•' • Tbugh »Solt •Flexible 
TEJ !^^rERNAT10NAL PVT. LTD, 
E-393. Greater Kailash-ll. 
NewDelhl-110 048. 
Ph.: 6444614.6413552' 
TSF--Product Of th e T^ Group. 
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MANUFACTURE PROCESS OF SHOE 
RAW MTL. 
—> 
UPPER 
CLICKING -> 
SKIVING 
RAW MTL. LINING 
CLICKING 
SKIVING 
ADEESION OF 
LINING WITH 
UPPER 
PATTERN GRADING 
SOLE & INSOLE 
CUTTING -> 
SPLITTING 
—-> 
.1 
STITCHING 
ATTACHING 
INSOLE TD 
LAST 
PULLOVER 
OPERATION 
i 
SOLE 
ATTACHING 
REMOVING 
LAST 
<- ROUGHING < 
LASTING 
i 
POUNDING 
HEEL 
ATTACHING e-
FINISHING SPRAYING 
LACQUEING 
PACKING 
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